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, Sa FOUR-PILLAR TUBES...QOR TWO? 





WHEN THE RADIO-PUBLIC HEARS THE 
DIFFERENCE AND SEES THE REASON, THE 
VOTE IS OVERWHELMING FOR FOUR 


WHAT’S under the glass? There is the vital differ- 
ence in tubes. Eveready Raytheon Tubes have 
FOUR pillars supporting the fragile elements within 
the glass .. . FOUR points of support, instead of 
two. The stability of 4-legged Eiffel Tower, let us 
say, compared to the wobbly structure of the 
2-legged goal-posts on a football field. 

It all comes down to this: There are 4-Pillar 
tubes (Eveready Raytheons) and ... all the others. 
Eveready Raytheons demonstrate their structural 
and SOUND advantages in the set in the owner’s 
home. National Carbon Company tells you that 
Eveready Raytheon is here to stay — and grow and 
grow and grow. It is giving Eveready Raytheon 

k wk 
The Eveready Hour, radio’s old- 
est commercial feature, is broad- 


cast every Tuesday evening at nine 


San Francisco 


(Eastern standard time) from 
WEAF over a nation-wide N. B.C. 


network of 27 stations. 


Unit of 


EVEREADY | 
RAYTHEON | 
ER 22 | 
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NATIONAL CARBON CO., INC. 
General Offices: New York, N. Y. 


Branches: Chicago 


Union Carbide 


dealers the same strong support that four pillars 
give the tube itself. 

Talk “four pillars.” It’s the new and modern 
thing in tubes, and a winner on every count. 

Eveready Raytheons come in all types, and fit 
the sockets of every standard A. C. and battery- 
operated radio in present use. Ask your jobber, 
or write us for names of jobbers near you. 

Information and sales-helps, designed for ser- 
vice-men’s use, will gladly be sent to you free. 
Among them is a blue-print, giving engineering 
data on Eveready Raytheon 4-Pillar Tubes. Thou- 
sands of service-men are using this material to ad- 
vantage. Write our nearest branch. 
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in an unusual manner for his Weal) ere 
work. (2) Thirty resolutions approved for submittal and arrangement for an 
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Haven, Conn., as sales man- 
ager of the United Illuminat- 
ing Co. In 1917, he was ap- 


The Milnor Electric Company changed from a full line jobber to a 
“specialist” overnight with splendid results 
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CARLIFE AUTOMOBILE STARTER CABLE, KRAFT FLEXLAY UNDERGROUND CABLE 1 a lace 
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VU. S. Patent No. 1,111,806—Sept. 29, 1924 
Canadian Patent No. 280,224—May 1, 1928 


Cat. No. 2829-L2 
34%” Dia. x %” Deep Cat. No. 2632-L2 


4” Dia. x 4” Deep 


Cat. No. 2708-L2 


4” Dia. x 1%” Deep Cat. No. 2910-L2 
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Appleton Unilets in Famous Buildings 
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Photograph Copyrighted by 
C.O. Buckingham Co. , Washington,D. C, 





ANY of the most beautiful buildings 

in the United States are equipped with 
Appleton No-Thread Unilets. The Congres- 
sional Library at Washington, illustrated 
above, shows an installation of Appleton No-Thread Unilets in this 
famous building. 





















Malleable iron gives Appleton No-Thread Unilets great strength 
with lighter weight, there is maximum wiring space inside, and the 
cadmium coating insures the greatest rust resistance. 

















Our new general catalog has complete information on Appleton 
No-Thread Unilets, as well as the entire Appleton line. Write for it today. 














Appleton No-Thread Unilets are listed as Standard by Underwriters’ Laboratories in 14-inch to 4-inch sizes, inclusive 


SOLD THROUGH JOBBERS 


APPLETON ELECTRIC COMPANY 
1734 Wellington Ave., Chicago, U.S. A. 
New York—150 Varick St. Los Angeles—340 Azusa St. 
San Francisco—655 Minna St. Seattle—628 Railroad Ave. 


APPLETON cece 


APPLETON Exectric COMPANY 
No-Thread Malleabl 
O rea Ca e Please send us a copy of New Revised Catalog on Unilets and 
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1734 Wellington Avenue, Chicago 
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A New Program for 











MARKET DEVELOPMENT 


S FAR back as we can remember and probably for 
years before that electrical wholesalers have agi- 
tated a wider spread between their purchase and 

selling prices as the means of forestalling a collision of 
their operating costs with gross margins. Without ques- 
tion there has been some justification in such agitation 
but history reveals that in 99 44/100% of the cases 
where wider differentials were achieved, they were 
passed down the line until finally dissipated. Everyone 
lost and no one gained. 

With the attention of the government and business 
focused on the high cost of distribution and with 50 
per cent of the consumer’s dollar spent in that direction, 
it is high time that, rather than continue the attempt at 
extortion of preferentials and buying advantages of 
devious natures, more attention be directed toward 
better selling methods, improved merchandising and 
economies in the distribution of electrical devices 
through wholesale channels. 

Otherwise, wherein is the wholesaler to justify his 
economic value and prove his necessity for continued 
existence? 

During recent years several attempts have been made 
to organize buying syndicates under one guise or 
another but history again reveals the signal failure of 
each. Even now reports are current of an effort in 
New York to organize independent electrical whole- 
salers into a holding corporation which, though denied 
as a buying syndicate as such, still has as its primary 
purpose buying power and advantages. The hesitancy 
of independents to rally ’round points again to the im- 
practicability and pitfalls of such projects. Improved 
distributing methods—right now, at least—on the part 
of the individual wholesaler are more necessary and 
conducive to results than collective buying or individual 
extra fives and tens. 

Mr. J. L. Kline of the Western Light and Fixture 
Company, Los Angeles, aptly epitomizes the situation in 
the following paragraph extracted from a paper pre- 
sented at the meeting of the Pacific Division of the 
National Electrical Wholesalers Association : 
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“It is necessary for us, in common with all business 
now, to extend and intensify our sales efforts of every 
nature. We need to think better and work harder. 
With so many other industries selling electrical lines— 
the hardware wholesaler—the jewelry wholesaler—the 
drug wholesaler—with our business so competitive— 
and with competition of all business for the consumer’s 
dollar so sharp, as it now is, there still are markets we 
must discover and develop, which should increase our 
volume and revenues without adding too heavily to our 
investment in warehousing and distribution facilities.” 

After a year’s consideration and study of the prob- 
lems confronting and perplexing the independent elec- 
trical wholesaler, THE JoBBER’s SALESMAN in January 
will present the start of a “New Program for Market 
Development” which provides manufacturer and whole- 
saler alike with a simple, practical and workable plan 
for allocating and developing new, yet existing, outlets 
in the electrical wholesaler’s, four major markets— 
Industrial, Contractor, Resale and Commercial, the 
latter presenting an almost untouched field for sales of 
equipment and merchandise items among hotels, clubs. 
restaurants, hospitals and schools. 


OTH independent manufacturer and wholesaler have 

very definite and important parts which, though 
entailing work, they must play in this or some similar 
plan if this fast-moving world of industry and commerce 
is to continue its acceptance of their products and serv- 
ices. While this new program is far from perfect and has 
plenty of room for amplification and improvement, it 
affords a much needed start toward the crying need of 
our industry for “Market Research and Development”’ 
through up-to-date selling distributing methods. 
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THE 


ANACONDA 


TRADE MARK 
APPEARS ON AN 3 
THESE a 


PAT.OFF. 


WIRING PRODUCTS 


Anaconda stands for many wiring products 


that you use in your work every day. Just 





study the list at the left. Time-savers, everyone! 


These Anaconda Wiring Products are made 
ANACONDA 





Rubber-Covered Wire 


ANACONDA 
ABC Armored Cable 


ANACONDA 
Flexible Steel Conduit 


ANACONDA 
Duraduct Loom 


ANACONDA 
Durax Sheathed Cable 


ANACONDA 
Flexible Cords 








in two of our twelve mills—in our Pawtucket, 
Rhode Island mill and in our fine, new mill at 
Marion, Indiana. New machinery, improved 
equipment and modern methods make them 
as good as any on the market and better than 
most. They are quality materials, easy to handle 


and easy to install. They speed up wiring jobs! 


Serve your contractor customers with wirin 
y 
products that bear the Anaconda trade mark. 


ANACONDA Wire & CasBLeE CoMPANY 


GENERAL OFFICES: 25 BROADWAY, NEW YORK 
CHICAGO OFFICE: 20 NORTH WACKER DRIVE 


Sales Offices in Principal Cities 
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N. E.W. A. Adopts 


lwo Constructive 


Plans 


ESPITE the business l. 

ID depression, or pos- 
sibly because of it, 

the National Electrical 
Wholesalers Association held 
one of the most successful 
conventions ever experienced 
in its history when it gathered 
at the William Penn Hotel, 
Pittsburgh, the week of No- 
vember 10. In point of at- 
tendance, in business accom-: 
plished, and in plans adopted the meeting far surpassed 
the hopes of the most optimistic. 

Two outstanding plans were adopted by the Associa- 
tion. The first was the acceptance of the recommenda- 
tion of the publicity committee, headed by E. J. Coyle, 
chairman, that a man be employed to do research in the 
field, making “case studies” of individual wholesalers, 
which information when gathered could be published in 
such a manner as to convince all those interested that 
the electrical wholesaler is an economic necessity and is 
today functioning as such. 

The second is the decision to take the lead in arranging 
for a Trade Practice Conference with the Federal Trade 
Commission. Such a conference should produce a Code 
of Unfair Trade Practices under the Federal Trade 
Commission Act. 


saler’s functions. 


The Chairman’s Address 
In addressing the first open session for members, 
B. W. Clark, chairman of N. E. W. A., pointed out that 
what has taken place is in the past, wholesalers must 
deal with the present and the future which is before 
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2 Thirty resolutions approved for 
© submittal and arrangement for an 
industry conference before the Federal 
Trade Commission. 


An educational campaign directed 
to the contractor, dealer, utility, 
industrial, and manufacturer setting 
forth the economic value of the whole- 


them. ‘While the country 
may be ‘fundamentally sound’ 
we will all do well to get 
closer to the fundamentals if 
we are to emerge successfully 
from present conditions.” 

“It is well to keep in 
mind,” said Mr. Clark, “that 
85% of our population has 
not been affected by the de- 
pression. They are scared, 
and with the wide swing of 
the pendulum are piling up savings bank deposits instead 
of buying. 

“Our market has come, to a considerable extent, from 
new building. . Our growth must come from our 
ability to develop along other lines. The home market 
is still tremendous in its potentiality . . . . any organ- 
ized, intelligent effort to develop this market will, I 
believe, have the support of the utility companies who 
cannot do the job alone.” 

Mr. Clark further brought out that it is time the 
wholesaling industry, especially the electrical wholesal- 
ing industry, did something to explain to the public, the 
utility, and the manufacturer the reason for its being 
and the economy with which it functions. 

On internal problems, he pointed out that average 
gross profit had dropped from 22% to 16% and operat- 
ing cost from 17% to 14%, “saving two cents out of the 
dollar where it used to be five.” — 

The small order menace with its cost of handling set 
at not less than $3.00 is a subject for study. The fact 
that a man about to place a $50.00 order has seven job- 
ber’s salesmen camping on his doorstep, is an eco- 
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nomic waste, which absolutely must be eliminated. wholesaler can properly perform his logical functions ; 

To those independent jobbers present, Mr. Clark said, proof to the manufacturer that the wholesaler is entitled 
“I believe the men responsible for the operation and to adequate compensation for stocking material, particu- 
success of the national companies are as keenly inter- larly pole line hardware; wholesaler should provide 
proper distribution to all available channels. 

The radio division with L. T. Milnor, general 

chairman, arranged for the showing of a mov- 
ing picture film illustrating “Interference” and 
how it could be eliminated. 

The lamps and lighting division again “stole 
the show,” this time 
with a splendid report 

J. L. Kline, president presented in two vol- 
of the Western Light umes on “Better Selling 
& Fixture Co., Los : : ‘ : 

Angeles, with (left) of Commercial Lighting 
R. U. McKnight and Fixtures” and “A Study 


Aan gi tinpe oat Mie. of the Sales Opportu- 


Co., Pittsburgh. nities for Commercial 
Lighting Equipment.” 
The committee is de- 
serving of the highest 
ested in the strength and stability of the individual whole- praise for the work it has accomplished and whole- 
salers as they are themselves.” salers who follow their recommendation should increase 
materially their sales of lighting fixtures. 
The merchandising committee headed by F. S. Bald- 
Division Reports win, general chairman, 
confined its report, in 
the main, to trade rela- 
tions. An optimistic 
tone was introduced 
when it was pointed out 
that all signs indicated 
that the public utilities 
are apparently going out 
of the merchandising 
business — slowly, but 
surely. It was stressed 
that wholesalers should 
give special attention to 
all retail outlets for 
socket appliances, as 





Considerable dissatisfaction over the 10% dis- 
count on lamps in lots of six to the consumer 
seems to exist, according to the report of the 
lamp division which was presented by F. M. 
Bernardin, general chairman. J. L. Kline, West- 
ern Light & Fixture Co., Los Angeles, stated 
that sales on the coast were off 4% to 24%, 
although in the month preceding the adoption of 
the new sales plan there was an increase. In the 
committee’s opinion, however, the plan seems 
right and should get a fair trial. It was decided 
to make a six months’ further study and report 
fully at Hot Springs in May. 

C. B. Peck, general chairman of the power 
apparatus and associated lines division confined 
the report to ventilation. He secured P. D. 





. : ete ney C. A. Strouss, Graybar man- thev ; 
* a th ; ner? . AQ 1ey represent the big- 
Briggs, representing the National Association ager at Youngstown, O., i : Aryl g 
of Fan Manufacturers to talk on “The Expand- caught with a new “Photo- gest field for the whole- 
. o ~ . y . . . ” y 
ing Market for Electric Ventilation.” Mr. Briggs flash” lamp. saler and dealer. Warn- 
presented a most convincing argument on the ing was given that radio 


the necessity for wholesalers reaching all outlets for wholesalers are becoming quite active in appliances and 
such a product instead of confining their efforts to the electrical wholesalers will have to increase their own 
electrical contractor and contractor-dealer. He included efforts to meet this new competition. It was also felt 
in his talk a chart showing 
that the present potential 
sales for electric ventilation 
exceeded $191,000,000! ‘ 
’ : . On the left is I. E. 
E. H. W addington, act- Greene, president, 
ing general chairman of the ee —— 
age nee at. cal Supply Co., Bing- 
outside construction mate hamton, N. Y., with 
rials division, outlined four W. §. James, Visual 


points of discussion for the Demonstration Sys- 


: 3 em, Buffalo. 
wholesaler with his manu- . 


facturer, they are: A thor- 
ough understanding of man- 
ufacturer’s policy; proof to 
the manufacturer that the 
8 THE JOBBER’S SALESMAN 











i tise re 















































WA ELEN ERE ONIN I= 








ee 


2 gmt 


APRIL OM ECE 


SO aE 


‘AiR. BUR 


SSSA: 


a SEE 


a 











that public utilities should segregate their appliance busi- 
ness, and that their advertising should be of a promo- 
tional nature rather than of a specific type. 

In reference to committees in general, there was some 
discussion on the present set-up, as it is not, in all cases, 
bringing out sufficient discussion on practical problems. 
Undoubtedly the betterment committee in its 
May report will include recommendations for a 
revision of the present form of committees. It 
was, however, definitely decided that the executive 
committee could so change its meeting program, 
that such meetings would 
be held every six months 
instead of every three 
months as has been the 


practice. Hall, Jaqua Co., Grand 


Rapids, Mich.; Mrs. 
G. H. Carey, and G. 
H. Carey of the John 
Y. Parke Co., Phila- 
delphia. 


James H. McGraw Award 


The wholesalers medal 
and purse for 1930 given 
under the James H. Mc- 
Graw Award was pre- 
sented by Earl White- 
horne of the McGraw- 
Hill Publishing Co., to George E. Cullinan, vice-presi- 
dent, Graybar Electric Co., in recognition of the 
far-reaching influence he has exercised for the broad 
economic education of the agencies of distribution in 
the electrical industry. 


The committee of judges which awarded the medal to 
Mr. Cullinan consisted of J. L. Owen, George Patterson, 
and Walter Williamson. 


In 1925, the medal and purse were awarded to William 
R. Herstein and in 1927 to O. Fred Rost. In 1926, 1928 


and 1929 no wholesalers’ awards were given. 


In his speech of acceptance, Mr. Cullinan emphasized 
that peace and harmony are as essential to industries as 
they are to nations. “Competition in our industry,” he 


said, “must not become destructive. A business or an 
industry can be no better than its morals.” 


Manufacturers-Distributors Conferences 


The scheduling of manufacturers-distributors confer- 
ences as an innovation of the November meeting was 
a decided success, and it was voted to continue such 
gatherings at the Fall conventions. Some dissatisfaction 
was naturally expressed over the fact that arrangements 
were not made for meetings with more suppliers, but it 
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Left to right: G. M. ~ 









must be remembered that the first meeting was somewhat 
in the nature of an experiment, and the Association 
will undoubtedly take any necessary steps to satisfy all 
concerned, in proportion to the limited time available 
for such work. There is no doubt that the executive 
offices did its best in arranging the program held. 
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“Free Lance” Meeting 


The “Free Lance Club,” consisting of independent 
wholesalers, met on Thursday evening, November 13. 
There were about 40 wholesalers present when H. J. 
Baitinger, chairman, called the meeting to order. The 
keynote of the meeting was the interest displayed in the 
local club activities. W. J. McLaughlin, Editor, THE 
Jopper’s SALESMAN, explained the manner in which the 
“Lake Michigan Club” functioned, while Luther Reid, 
president, American Electric Co., St. Joseph, Mo., gave 
a detailed explanation of the “Missouri River Club.” 
It was felt by this group that such clubs have a definite 
place in the picture and should be more generally en- 
couraged. “ 
On Tuesday evening, November 11, B. W. Clark gave 
a five minute talk over station KDKA on “Your Part 
in the Cost of Distribution,” in which he pointed out that 
wasting money will be stopped, “not by denying our- 
selves these good things of life which we enjoy, but by 
studying, reorganizing, and improving our methods and 
processes of distribution to make it cost less money.” 
On Thursday afternoon, G. A. Renard, secretary- 
treasurer, National Association of Purchasing Agents, 
Me., addressed an open meeting on the subject, “The 
Purchasing Agent and the Wholesaler,” the high-light of 
which was his statement that the “go-getter’’ was being 
replaced by the ‘‘go-giver,” 
and as a consequence, a pur- 
chasing agent expected, first 
of all, real service in every 
particular. 

Left to right: F. M. On Wednesday evening, 


Evans, B. F. Perry : , enced Ir ig 
Co., Columbus, O.; J. the Wholesalers-Manuta 
A. Jaques, Triangle 
Conduit Co.. and M. J. 
Joyce, W. T. McCul- 
lough Electric Co., 
Pittsburgh. 


turers dinner and entertain- 
ment was held. The com- 
mittee which consisted of: 
Howard Ehrlich, THe Jos- 
BERS’ SALESMAN, chairman ; 
J. C. MeQuiston, Westing- 
house, entertainment ; H. T. 
(Turn to page 64) 





productiveness. In this territory there 
are now approximately 160 dealers in 
electrical appliances, principally elec- 
trical and hardware dealers. All the 
merchandising of electrical appliances 
for the San Joaquin Co. is done through 
the Valley Electrical Supply Co., sell- 
Pas saute lla tose, ing through two stores of its own and 
Wecxsno COSTES PLAT EAMICE ComPoRATON working with every “participating” 
dealer in the territory, and about 95% 
“se yetied Sn, 1s a of the dealers are participating dealers. 
<n 9 What the Valley Electrical in effect 
does is this: it goes each year to its 
parent organization, the San Joaquin 
This map shows the vast amount of territory served by the San Light and Power Corp., and makes a 
Joaquin Light & Power Corp., in the San Joaquin valley. contract to do a specific part of the 
domestic load building job for a unit 
HROUGHOUT California, with hardly an ex- sum for each kilowatt connected. It should be borne in 
ception, electrical wholesalers speak well of the mind that this is a hard-boiled contract. The Valley 
“Through the Dealer” plan of merchandising fol- Electrical must ever be on the alert to take advantage 
lowed by the Valley Electrical Supply Co., of Fresno, of every opportunity to carry on the work of home elec- 
Calif. This is sometimes known as the “Courtright  trification. It devotes every penny of the money paid 
Plan,” after H. H. Courtright, it by the parent or- 
president and general manager of ganization to this end, 
the Valley Electrical Supply Co., for it is not a profit- 
who put it into operation. | — making organization 
This plan has been frequently eae ogee , from the standpoint of 
commented upon in the press, and = ee of its load building oper- 
the Valley Electrical Supply Co. vs ‘a ; ; 
was the recipient of the McGraw ' _ ; ' 
Award for Cooperation in 1928 — as: , ae Retail store of the 
because of it. While it is not . if Valley Electrical 
new, ample reason for briefly afta : (oe, . . Yr ET ail’ 
reviewing it again at this time i . 
in THE JOBBER’s SALESMAN lies 
in the fact that the country- eT ‘ 
: Baya? : r. 5 An interior view of 
wide agitation concerning electri- —— a a 83 the company’s store 
cal merchandising practices makes is : “oh at Fresno, Calif. 
a study of the plan of more in- ~ 
terest now, perhaps, than at any 
time in the past nine years of its 
operation in its present form. 
The Valley Electrical Supply 
Co. is a subsidiary merchandising and 
sales promotion company set up by the 
San Joaquin Light and Power Corp. of 
Fresno, Calif. This utility, together with 
one smaller subsidiary, has served a ter- 
ritory in central California from Bakers- 
field on the south to near Oakland on the 
north and extending to the coast. That 
it has just recently been merged with the 
Pacific Gas & Electric Co. has no bear- 
ing on this story. 
The territory is primarily agricultural, 
an irrigated fruit belt of surpassing 
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Plame easing I 3. 4 weal poneraring 
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Through the co-operation of the 
San Joaquin Light Power Corp., 
the Valley Electrical Supply Co., 
and the wholesalers and dealers 
in that territory some interesting 
records have been made 


ations. The kilowatt allowance merely covers that part 
of the expense represented by salaries, commissions, 
bonuses, advertising, demonstrating, cooking schools and 
general good will building. It should further be remem- 
bered that the parent company pays only for the domes- 
tic, heavy-duty appliance load put on by the merchandis- 
ing company. That part of the domestic load represented 
by the thousands of small heating appliances sold, and 
which sales are actively promoted by the Valley Electri- 
cal through its own two stores and those of its cooperat- 
ing dealers, represents so much “velvet” to the power 
company. In fact, the latter gets off very well and its 
cost of putting on new domestic load through the agency 
of its subsidiary is comparatively low, considering all 


























H. H. Courtright 
and General 
Valley Electrical 

Fresno, Calif. 


President Manager, 


Supply Co., 


conditions in an agricultural community containing only 
two cities of any considerable size. As a matter of fact, 
for merchandising, advertising and demonstrating serv- 
ice on this class of load the power company allows the 
Valley Electrical approximately $5.00 for each kilowatt 
installed. This is not a fixed compensation, except for 
the contract year. At the etd of that time it is care- 

fully scrutinized and adjusted 











epee: Specs SS 


eer, 





KWH GROWTH 


SHOVING RESULTS OF | H 
COOPERATIVE-MERCHANDISING ONTHE | | 


SAN JOAQ JOAQUIN POWER SYSTEM. 


AVERAGE ALL=DOMESTIC CONSUMERS ii 
(LIGHTING-HEATING -COOKING ) i 
1926 -2 -28 -29 -30 | 
SAN-JONQUIN-SYSIEN-546 - 642-745 -835 
CALIFORNIA -435 504-527 
UNITED STATES. -400 -429 0 500. 











192T- 642 KWH 











DOMESTICCONSUMER|  ™™ on 


| Neat: meta 


iA . Berd 3 _l Toon. 


NOTE: \ 





either upward or downward, ac- 
cording to the results attained dur- 
ing the year just closing. But year 
bic’ in and year out it averages close 
to $5.00. 

Now being set up to do a certain 
| Soot. specified job during the year, the 
| Valley Electrical methodically sets 
about fulfilling its part of the con- 
tract, not by a series of high power 
campaigns but by methods which 
will build a steady and permanent 
increase in the load. This is wisely 
done, under the “Through the 
Dealer” plan, by encouraging the 
aid of the other branches of the 
industry—the contractors and deal- 
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ers and the jobbers. This plan 
calls for the buying of all mer- 
chandise through the jobber, which 
























































is strictly adhered to. Under the 
“Live and Let Live” policy, all 
merchandise for its two stores, at 








Chart showing steady and rapid growth of “All-Domestic” 
Note effect “through-the-dealer” plan has had since its real organization 


in 1921. 
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Fresno and Bakersfield, is so 
bought. In so far as sales from its 
(Turn to page 30) 


consumers. 
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OLD JOBBER Tries a New Trick 


By Epwarp S. ROONEY 


66 USINESS is all wrong! 
Sales volume depends 
solely upon my quoting 

$2.98 to competitors’ $2.99 or lose 

the order. Moreover the romance 
of selling a chap something he 
didn’t know he needed, is lost.” 

Thus, in 1925, mused L. T. Mil- 

nor, president, Milnor Electric Co., 

one of Cincinnati’s leading electrical supply jobbers. 

For 10 years the Milnor Electric Co., distributor of 
a full line of electrical supplies at 129 Government 
Square, the heart of downtown Cincinnati, had enjoyed 
a normal business career, more successful than some, 
possibly less so than others. Sales volume expanded 
steadily, but pay roll, personnel, advertising, and miscel- 
laneous overhead expense, grew in proportion; constant 
vigilance was necessary to keep them within limits. 
“L.T.” chafed under such a situation. 

He impresses one as of the conservative, executive 
type, quiet and dignified, though urbane; not at all the 
man to go adventuring. Still one must not rely too 
much upon casual impressions. A decade earlier, after 
20 years spent in traveling, selling, managing salesmen 
for the old Western Electric in cities like Chicago, New- 
ark, New York; after having presumably settled down 
for the balance of his working days as manager at Cin- 
cinnati (a job, by the way, now split between two execu- 
tives), he had unexpectedly and of his own volition, 
emancipated himself from the old reliable payroll and 
started his own business. Few individuals thus make 
good on their own after divorcing themselves from a 
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The Milnor Electric Co. 

changed from a full line 

jobber to a *‘Specialist’”’ 

overnight with splendid 
results 


payroll union of such lengthy 
duration. 

One day early in 1927 the elec- 
trical fraternity was jolted by the 
announcement that the Milnor 
Electric Co. would hold a public 
sale of its entire line of goods; 
come one, come all, form on the 
right, don’t crowd, select what you 
want, pay as you leave. 

Everybody and his brother attended the sale; three 
thousand or more items of prime stock, priced low, 
melted like snow in the spring. Everything, lock, stock 
and barrel, was sold. 

This act staggered a host of friends and connections. 
The firm was well rated, apparently successful, business 
was fair, no premonitory indications of trouble had ap- 
peared. What was wrong? Rumors flew about. Some 
of his close friends evinced a desire to help out if 
“L.T.” needed temporary aid to regain his feet. 

But he merely smiled, thanked them, declared he was 
not in distress. No explanations were vouchsafed, how- 
ever, and all were perplexed. 

The solution of the mystery was not long deferred. 

It seems that as a corollary to the proposition expressed 
in the opening paragraph, “L.T.” taking council with 
himself, deduced that the entire structure of jobbing in 
a big city was weak, unscientific. A distributor drifted 
along year after year, enlarging the number and variety 
of items in stock, expanding his payroll and other ex- 
penses, gradually loosing his grip on details, carrying a 
heavier overload, worrying and (Turn to page 64) 
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Sell the 


Ontractor 


because 


We are Sold 


**Because the average contractor ap- 
preciates service and because his 
business offers a greater volume, we a 

prefer to specialize on his needs’’ 


By WILLIAM Korn 


President, Tudor Electric Supply Co. 


New York 


$6 HY sell almost exclusively to contractors?” 
someone asked us when we opened a business 
of our own almost a year ago. “There is a 
lot of retail business to be had in your section, and indus- 
trial business is well worth going after.” 

Now this may be true and we would never deny the 
profit possibilities in other branches of the electrical busi- 
ness, but my partner Jack Joselson and myself prefer to 
sell the contractor because we are sold on him. 

Before going into business for ourselves we had both 
worked for other concerns that concentrated on the con- 
tractor’s trade and after fifteen years’ experience with 
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William Korn 


on Him 


them we believe ourselves to be fairly 
well acquainted with this class of 
buyers. 

The contractor has his shortcom- 
ings to be sure and he does not know 
everything about every job he goes 
But this is one of the reasons 
why we like the contractor’s business. 
We feel that in many cases we can 
help him with the right advice as to 
choice of materials, wiring code, etc. 

As a rule the contractor makes a 
better buyer. When he wants some- 
thing for a motor he knows that he 
should specify whether it is a two 
phase, three phase, or what. He 
makes his purchases and is out of 
the store leaving room and the atten- 
tion of clerks for other customers. 
Likewise the salesman calling on the 
customers can do business with them 
in less time than it takes to call on other accounts. 

The retail customer cannot compare with the con- 
tractor as a buyer as he does not know what he wants, 
or how to describe it Most of our stock 
consists of wiring materials and obviously anyone other 
than a contractor or electrician who attempts to buy 
this material is a nuisance. This class of trade, if per- 
mitted to do business, takes three times as long to make 
a purchase, and after buying they are apt to find they 
have the wrong materials and return them, moreover 
the volume would not amount to anything. 

The contractor, in our opinion, is also a better buyer 


if he does. 


than the industrial buyer for the reason that good 
service, while important to everyone, is especially impor- 
tant to the contractor. We know of one case where a 
contractor needed conduit and secured quotations from 
two jobbers. One of them was $1 less per thousand feet 
so the contractor placed his order with the cheapest 
one. 

However, as the price charged for an article is based 
on the cost plus overhead it stands to reason that the 
jobber who sells for less must lower his cost of doing 
business in order to make these prices. Unless inefficient 


methods have been used the reduction of overhead means 
a reduction of the service possible to give the customer. 

Such was the case in this instance. The order was 
promised for 8 a.m. the next morning. It arrived at noon 
and the job was held up while the men waited for the 
conduit. 

The contractor then sat down and did a little figuring 
with pencil and paper. On 25,000 feet he had saved $1 
per thousand, or $25 on the order. Ten men had been 
idle all morning at a cost of $2 per hour, or a total of 
$80 in time lost. He knew that the jobber who charged 
slightly more for his materials did have the kind of 
service that would have assured him delivery when the 
conduit was needed. This experience taught him that 
service was more than just a word that slips glibly from 
a salesman’s tongue. 

Thousands of contractors have already learned this 
lesson and more are becoming educated every day. Cus- 
tomers depend on us and much of the pleasure of being 
in business lies in the fact that they do trust us with the 
important job of keeping them supplied at the right time. 

Some contractors still imagine that they can beat the 
game through buying at the lowest possible cost regard- 
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less of the service offered but sooner or later there 
comes a time when service is of vital importance. They 
cannot get it from the “gyp” house and the legitimate 
firm that would move mountains for a worthwhile cus- 
tomer is not inclined to give any special attention to the 
fellow who buys from them only when he is caught in 
a pinch. 

Much of our business is located in the section of the 
city where we keep our trucks. For that reason all orders 
that come in after the last afternoon trip are packed and 
held in the store. Before putting the trucks in the garage 
the drivers come back 
and load up. In the 
morning the drivers 
can begin making de- 
liveries a few minutes 
after they are ready 
for work. 

We are not a big 
house from the stand- 
point of square feet, 
or number of em- 
ployees, but the con- 
tractor does not dis- 
criminate on that score 
and that is another 
reason why we are 
sold on the contractor. 
A big house, to him, 
is one that is big in 
service and knowledge 

a house that knows 
what he wants and 


gives it to him when 
he wants it. 

A big jobber is one 
who can and does ad- 
vise him. He may call 
for fittings that are no 
longer approved in 


certain sections, but 
are all right for others. 
By asking about the 
location of the job the 
well informed jobber 
can perhaps save a 
great deal of unneces- 
sary labor for the con- 
tractor. Advice is 
asked regarding the 
best material for cer- 
tain jobs, the number and wattage of lights necessary 
for a particular installation. 

It is, therefore, absolutely essential that a jobber 
specializing on the contractor, should himself become a 
specialist with his sales and service departments so 
trained that they can not only anticipate a contractor’s 
requirements, but also advise him on many matters 
which in the long run save him time and money. And 
a jobber cannot render such help unless he is willing to 
overlook the other outlets open to him. 

So because the average contractor appreciates service ; 
because his business offers a greater volume and in our 
opinion a greater opportunity for profit, we prefer to 
specialize on his needs. 


Jack Jarelson (left) and 
William Korr, partners in 
the Tudor Electric Supply 
Co., New York, who spe- 
cialize on the contractor. 
These men, who have been 
in business less than a year, 
have met with decided suc- 
cess through “specializa- 
tion.” 
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T. J. O’Brien 


Keeping good men on the pay- 
roll 1s a business practice that 
shows returns in dollars and 
cents over a period of time 


of our men came to my office and said, “Mr. 
O’Brien, we might as well be frank with each 
other. My radio sales don’t amount to enough to pay 
my expenses. Probably you are going to lay me off. 
If you are I would like to have an understanding about 
this so I will have time to look around for another job.” 


AST summer during the slack season on radio one 


I assured the salesman that we had no intention of 
laying off him, or any other capable salesman merely 
because of the summer slack and he went away greatly 
relieved. Now while we are just as much interested in 
the welfare of our fellow men as any other concern we 
do not for a moment consider ourselves philanthropists. 
Keeping good men on the pay roll is a business practice 
that shows returns in dollars and cents over a period 
of time. 


In the first place, the radio salesman who makes con- 
tacts during the slack season is impressing the dealer 
with the fact that his house is on the job for service at 
all times, and the reputation for stability is one of the 
most valuable assets of any firm. 

Moreover, in making his calls the salesman keeps in 
touch with the prospects for fall business and when the 
time comes he has the way paved for orders. The fact 
that even a poor salesman can get some business in the 
fall has prevented many radio distributors from seeing 
this point clearly. 

Again there is the caliber of the salesman to consider. 
The desirable type of man probably has a wife and 
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hy it 


Costs us $1000 


to Lay Off a 
RADIO SALESMAN” 


By T. J. OBRIEN 


President, Hartford Electrical Supply Co. 
Hartford, Conn. 


family to support and he does not like to be worried 
about money matters. Regardless of the talk of slack 
times there is not an oversupply of really good radio 
salesmen and sooner or later most of them will drift 
away with firms, or with lines, where they are assured 
of a steady income. 

The salesman who is satisfied to remain idle a part 
of the year is often undesirable. Even if he should be a 
good man he is bound to lose good will for the house 
he represents. The new salesman will be greeted with the 
announcement that the dealer thought his firm had gone 
out of business, and the salesman is handicapped with 
the necessity of renewing friendly relations with the 
house. 


The customer will have certain peculiarities which 
must be understood and allowed for by the salesman 
and not knowing these the salesman may lose thousands 
of dollars in sales for his house. One customer may 
have a particular objection to seeing a salesman smoke 
in his office. Another customer likes to talk baseball or 
politics before discussing business, but will give no in- 
dication of this to the new salesman. This one likes to 
be slapped on the back and be called a “son of a sea 
cook” and that one would be highly insulted by the same 
treatment. Salesmen are prone to declare they can 


size up a prospect at a glance, but statistics show that 
the big volume of business does not come on the first 


(Turn to page 70) 


or second calls. 

















W. H. Casey demonstrating one of 
the larger types of floodlights. 


S THE extensive use of floodlighting is compara- 

tively new neither the salesmen or prospects, as 

a rule, appreciate the opportunities offered in 

this line. Frequently sales are made by mere chance 

until the salesman develops an eye for searching out 

possible jobs and studying their advantages to the cus- 
tomer. 

Sometimes the salesman almost falls into a sale, as 
was the case with one of my early experiences in this 
line. I had been out for a drive when something went 
wrong with the car. Accordingly I stopped at the near- 
est gas station, which happened to be in a small town 
nearby. Pulling up to the gas pump I attempted to see 
what was wrong with the engine but the available light 
was too feeble. I was tired and annoyed at the action 
of my car and at this moment, as never before, I real- 
ized the need of floodlights for gas stations. In fact 
it seemed an outrage and a mockery to call a place a 
service station that operated on such a feeble light. 

I told the owner frankly about his needs in the mat- 
ter more, I confess, from the viewpoint of a person 
needing light, than as a salesman. To my surprise he 
remarked that he had been thinking about that very 
thing. I introduced myself and then went into the mat- 
ter seriously with him. We talked prices, current con- 
sumption and other phases of floodlighting and I as- 
sured him that if he had an installation he would not 
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By W. H. Casey 
Lighting Department Manager 


Westinghouse Electric Supply Company 
Worcester, Mass. 


“Do you know a floodlighting 
prospect when you see one?”’ 


Mr. Casey asks. Most of us do 

not, but learning to recognize 

them ts not difficult as ts 
explained in this article 


care to go back to his old way of lighting his premises. 

“1’ll take you up on that,” he declared and the deal 
was closed. Permission was obtained to hang the lights 
from the power line pole across the street and the in- 
stallation was made. It is hardly necessary to add that 
after giving the lights a trial he kept them. 

Another sale was made when I called on a furniture 
dealer to sell lamps. We talked for a time on general 
topics and he mentioned that there had been a number 
of holdups and robberies in the vicinity and that he 
was worried when he had to leave the building at night. 

“What you need are floodlights around the building,” 
[ told him and went on to explain that thieves and thugs 
avoided well-lighted buildings, also that well-lighted 
buildings drew the attention of possible customers. The 
result was another floodlighting job. Often some re- 
mark in the general conversation can be used as a lead 
in the sale of floodlighting equipment. 

One of the most difficult, yet interesting types of 
floodlight selling comes when the salesman contacts 
wealthy owners of private estates. One case of this 
kind hung fire for three months before a sale could be 
made. The lady owner was not very enthusiastic at 
the start, but I took her to inspect installations on other 
large estates and she began to see the possibilities in 
beautifying her own property. 

First the job would be planned this way, then that 
way, but each time the proposed layout was changed it 
became more elaborate. I convinced her finally that a 
complete installation was the only satisfactory way of 
handling the job. Then she began thinking of the ex- 
pense involved and to fight a battle with herself as to 
whether or not she would have the job done at all. 
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|SALES 


Are Where 
You Find 
‘UPhem 


However I finally got the order for the complete job. 

A piece of statuary was illuminated by using sub- 
merged lights hidden behind a hedge that was placed 
there for that purpose. The rose garden had colored 
lights to bring out the greatest beauty of the flowers. 
Underwater lights were used in the lagoon and these 
were so arranged as to change colors. The base of the 
fountain was painted in white light while the water 
itself took on the appearance of fire. 

In making his regular calls one salesman heard of an 
accident at a factory which occurred just as the place 
was closing. Someone had been hit by an auto while 
leaving the building due to the fact that a great crowd 





Mr. Casey explains an underwater floodlight to a prospect. 
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installed for demon- 


Reflector 
stration purposes in the city sales 
room of the company. 


of people surged out into the dark street where the 
traffic was thick. Armed with this information the 
salesman went to this industrial plant and showed them 
how a few floodlights would prevent such accidents if 
they were placed at the exits of the buildings for the 
benefits of employees. Imthis way another sale was 
made. 

This case well illustrates the principles of floodlight 
selling. The salesman knew the location and saw that 
if proper illumination were used the 
plant would be safer for workers. 
Consequently safety of the workers 
had to be sold. The lights in them- 
selves were Only a means to an end. 

In the case of the station 
greater efficiency was offered for sale. 
The woman who owned the estate had 
to be sold on the added beauty that 
colorful lighting would give to her 
home—plus satisfaction. Visits to 
other estates having floodlighting took 
her from the path of complacency, 
but we were on hand to lead her back 
through the sale of lighting equipment. 

The should look around 
as he covers his territory and ask him- 
self what floodlighting would do for 
this, or that, home, factory, or place 
of business. Then, having sold him- 
self on the added safety, beauty, ad- 
vertising value, or efficiency he is 
ready to sell—not. lights, but first, 
the things that lighting will do. 


service 


salesman 





She 


Jobbers Salesman 


W. J. McLAUGHLIN, £ditor 





Merchandising 
and Utilities 


, \HE Merchandising Division of the National 
Electrical Wholesalers’ Association in its 
report made at Pittsburgh endorsed the mer- 

chandising principles set forth at the conference 

of the Retail Dry Goods, Hardware, Elec: 
trical Furniture and Drug Associations with the 

N.E.L.A. The principles are as follows: 

1. All discussions of the problems of the rela- 
tions of power companies and dealers selling elec 
trical appliances must be based upon proper and 
adequate service to the ultimate consumer. 

2. There should be a segregation of the ac- 
counting of the merchandising departments of 
power companies from their public utility func 
tions, and all items of expense incurred in the 
merchandising of appliances should be charged to 
the merchandising activities. 

3. It is recognized, however, that expenses in- 
curred in the pioneering of appliances which have 
not yet met with sufficient public acceptance to be 
merchandise items in the stocks of local progres 
sive dealers, and general advertising for the devel- 
opment of the market for appliance services, 
should properly be charged to the promotion ac- 
counts of the power companies. 

4. This conference recommends to power com- 
panies and independent dealers the necessity of 
constructive cooperation in their local fields for 
better development of the appliance business. 

During the discussions on this subject, attention 
was called to the proposal in the November issue 
of Electrical Merchandising by L. E. Moffatt, 
Editor. The recommendations are: 

1. That with merchandising for a load as funda- 
mental policy, power companies should carry out 
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that policy with complete sincerity. For, if a com- 
pany regularly or in campaigns sets up terms and 
allowances which the dealer cannot meet, its sin- 
cerity in a load building objective may seriously 
be questioned. If the object is load, obviously the 
company should welcome and encourage any 
effort on the part of the trade to add load-building 
devices to their lines and make such effort pro- 
ductive by extending to the trade the great ad- 
vantages of their own position. 

2. A recommendation that the power com- 
panies buy their merchandise from local distribu- 
tors. Too frequently the distributor is being 
by-passed by the utility in order to obtain a slight 
per cent of increased discount. This practice has 
substantially weakened the position of the elec- 
trical wholesaler in the distribution of appliances. 
Furthermore, this practice has not substantially 
benefitted the power companies. Investigation 
indicates that the increased expense of handling: 
and storage and the decreased rate of turnover on 
merchandise bought direct, actually result in lower 
net margins. The wholesaler is an important part 
of the electrical industry. If the power companies 
are to ask the support and cooperation of all ele- 
ments of the industry, then they in turn must sup- 
port and cooperate with the industry’s other 
branches. 

3. A recommendation that some study be made 
of the methods of compensation and direction of 
power company salesmen. Dealer cooperative 
policies once established can be kept fully effective 
and functioning only so long as dealers and utility 
salesmen work in harmony. It has been the case 
in the past that salesmen working on a commis« 
sion, intent only on a greater volume of personal 
sales, have wrecked the very structure of dealer 
relations which executives are striving to create. 
Every power company salesman represents the 
utility, and has the final responsibility for carrying 
out the company’s policy. 

Such a program, where it has been put into 
effect, has proved most satisfactory to all con- 
cerned, and it has the additional advantage of not 
“forcing” the utilities. THe JopBEer’s SALESMAN 
endorses it most heartily for in it is contained the 
key to public utility merchandising on a basis 
of complete harmony with other branches of the 
industry. 
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Let’s Elevate 
Our Horizon 


BUSINESS man recently stated he was 

somewhat confused over the present situa- 

tion and the future, “Because all of us 
read so many articles that don’t come true.” It 
is a fact that many editorial writers in an effort 
to stimulate, artificially, the business heart action, 
have resorted to overdoses of digitalis, instead of 
prescribing rest and quiet. 

The rather hysterical editorial agitation, based 
on the “Buy Now” theory, contains nothing more 
convincing than that part of the public, fortunate 
enough to receive its weekly pay regularly, should 
proceed to spend it in order to assist others more 
unfortunate. And, such an argument will not 
prove effective for two very simple reasons. The 
first is that the individual cannot see how his 
‘meagre’ contribution, made at a sacrifice to him- 
self, would affect general business conditions. The 
second is that it overlooks human nature, which 
in general has not as yet been “keyed” to any 
altruistic characteristics where finances are in- 
volved. The theory looks physically fit, but it 
doesn’t carry a punch. 

Riding the wave of business prosperity or strug- 
gling in the depths of business depression, are the 
results of economic forces and no article or no 
“catchy phrase” has ever influenced in the slight- 
est degree such activities. The attempt on the part 
of a writer to put on the brakes, or step on the 
gas merely stamps him as a pessimist or an optimist 
in inverse proportion to the current position of 
the business curve. 

The revival of confidence is what is needed 
first of all, for when confidence is restored the 
“Buy Now” theory will automatically take care 
of itself. And confidence in the future, and in 
our future may be secured if we all will elevate 
the horizon of our vision of thought and obser- 
vation. 

Consider for a moment that the public has not 
bought in any appreciable quantity for over a 
year, that the liquidation of installment debts con- 
tracted last year has practically been accomplished, 
that the automobile industry, whose demands for 
raw products reaches into all other industries, has 
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suddenly re-employed its old help, that small resi- 
dential building is definitely showing an increase, 
then add to these few suggestions the unmistak- 
able signs which are apparent on every hand and 
one cannot help but realize that these are sound, 
logical facts, all of which obviously will lead us 
into a satisfactory business period in 1931 without 
any additional aid from artificial sources. 


Lax Selling 
Methods 


ETURNING from the N.E.W.A. conven- 
tion at Pittsburgh where we learned, 
among other things, that the field of ven- 

tilation represents potential sales possibilities of 
$191,000,000, we found awaiting us a letter from 
a ventilating fan manufacturer in which he out- 
lined some startling facts. 

A prospect answered an advertisement of the 
manufacturer on October 21. His inquiry was 
sent to the proper branch office, who, in turn, on 
October 29, acknowledged it, and referred the 
prospect to his local jobber. After quite a delay 
(November 12 to be exact) the prospect was 
referred to a dealer from whom he has yet to 
hear. The prospect in entering his complaint, 
finished his letter by saying, ““The desire for a fan 
has now passed from my mind.” 

Some years ago, ventilating manufacturers sold 
direct to dealers and even consumers as a rather 
general practice, because of lack of sales efforts 
on the part of wholesalers. More recently they 
have been pursuing a jobber policy. The utter 
disregard, or disrespect shown an inquiry in this 
instance, and particularly in these days of busi- 
ness depression, is certainly most disheartening to 
a manufacturer with such a policy. And certainly 
dealers who show such lax cooperation are sadly 
in need of proper education. 

The industry is a long way from making a dent 
in the $191,000,000 market available, if the pros 
pect at hand receives in general no better treat- 
ment than accorded the one in this particular 
instance. 











MEN 


This is number 127 in our 
series of sketches of prominent 
wholesalers 


You Should Know 


J. F. Davis 


New England Manager, Graybar Electric Co. 


as Jeff Davis) one important trait stands out that 

is in a large measure responsible for his success. 
He has that type of executive ability which enables 
him to direct the activity of others with a sympathetic 
understanding, securing for him the complete loyalty 
of his men. 

When a new product comes to Graybar, Mr. Davis 
calls on the trade and proceeds to sell, just as though 
his job depended on it. In so doing he learns how he 
can best help his salesmen to merchandise the item. 
This not only gains him the respect and loyalty of 
his men but furnishes him with an intimate knowledge 
of the different accounts served by his house. In 
making these calls Mr. Davis has become acquainted 
with all of his principal cus- 
tomers. Consequently, when 
“Jeff” Davis talks at a sales meet- 
ing he commands respectful at- 


[ THE career of J. F. Davis (known to his friends 


who served his company, he decided the selling field 
offered a shorter path to economic independence than 
the work he was then doing, with the result he associa- 
teed himself with the Trolley Supply Co., a small street 
railway supply manufacturing company located in Can- 
ton, O. For over a year he traveled the central and 
eastern states calling on street railway companies. 

While on this work the limitations of a small company 
were apparent, both as to possibilities of growth and 
materials to sell. 

About this time the Western Electric Co. decided to 
open street railway departments in their main houses 
and employ salesmen to call on street and interurban 
railway companies exclusively. Mr. Davis applied for 
and obtained a position as street railway salesman with 
the Western Electric Co., Chicago house, traveling be- 
tween Cleveland and the Iowa border. 

Following the Western Electric Co.’s policy of giving 
their more successful men promotions and added respon- 
sibility, about a year later we find Mr. Davis in the 
Chicago city territory calling on a list of special accounts, 
where he remained 
until after the “World 
War.” 

In the late summer 


tention. 

During his school days Mr. 
Davis became interested in the 
street railway business. For that 
reason he set about quietly to 
inform himself along this line. 
During his summer vacations at 
Purdue University he worked 
with the local traction and light 
companies in order that he might 
have first-hand knowledge of the 
business. When he finished his 
university work he went to Lex- 
ington, Ky., as assistant superin- 
tendent of the Lexington & 
Interurban Railway Company 
and there assisted in building 
and operating a network of in- 
terurban lines through central 
Kentucky. 

While on this job, from con- 
tacts with the salesmen of vari- 
ous electrical supply and con- 
struction materials companies 
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A Faculty for Liking 
People 


One of the reasons for the popu- 
larity of “Jeff? Davis is his 
pronounced and inherent faculty 
for sincerely liking people. 
During his business career it has 
enabled him to establish himself 
in any new locality as though he 
intended to spend the rest of his 
life in tt. 


He always displays the keenest 
interest in civic affairs and is con- 
sidered a congenial and respected 
neighbor. 


He not only commands the loyalty 
of his friends and business asso- 
ciates, but also that of the com- 
pany’s customers throughout the 
entire New England territory. 








of 1919 he was trans- 
ferred to special work 
in the New York gen- 
eral department, and 
in October of that 
year was sent to Bos- 
ton as sales manager. 

From a city sales- 
man to sales man- 
ager of a main house 
is quite a jump, 
even in the Western 
Electric Co. For the 
next three years Jeff 
Davis made history 
for the company in 
New England, and 
also a record for him- 
self which was re- 
warded in January, 
1923, with his promo- 
tion to sales manager 
of Western Electric’s 

(Turn to page 68) 
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NEWS mm VIEWS of the DAY 


Lindbergh Beacon Placed Atop 
Building 
The Lindbergh beacon, the gift ol 
Elmer Sperry to the city of Chicago, has 
been placed in a position 600 feet above 
Michigan avenue atop the Palmolive 
building. The two billion candle power 
beacon weighs more than a ton and is 
the most powerful beacon ever con- 
structed, having a beam 500 miles in 
length. Miss Evelyn Day finds plenty ot 
room in the new lamp. 


The Largest Power 
Work of Europe 

Left: The Berlin Traffic 
Co. has ordered the Sie- 
mens Works to erect a 
giant power work in Span- 
dau near Berlin, which will 
be the largest work of 
Europe after its comple- 
tion. It is to be finished in 
1931. Picture shows the 
enormous heating complex 
in the kettle-house of the 
new giant work. 





A New Step in the Development of Television 

Right: An interesting television experiment recently took 
place in Germany between the stations at Nauen and Getlow 
near Berlin. In Nauen two girls were placed in front of a 
transmitter and their picture caught by a sharp lens with a 
celerity of 50,000 light points per second. These light points 
were then changed by the Telefunken-photocell into electric 
impulses and a 70-meter radio wave transmitted them in all 
directions. In Getlow, about thirty miles from Nauen, spec 
tators sat in front of a lens and observed clearly the picture 
of the two girls and their movements by means of the receiv- 
ing apparatus.—Wide World Photos. 
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Wik they say about 
Stoelt ube 
_————— tee Feu eS 


2 oa ES 
ee “The electrical industry has needed 


this type of material. We believe its 
use will lower the cost of construction.” 

















“We like the ease with which 
Steeltubes bends. We believe 


it a big advance in our work.” 





**Steeltubes is very superior on our 
work. We like the ease with which it 
bends... the time saved in threading.” 





“We find Steeltubes entirely satisfactory 
for both concrete and open construction.”” 





**A great deal easier to handle because 


‘‘The time saved in of less weight, and no threading.” 


threading alone 
is a big item.’ 





**Requires considerably less time todo the work 
than by the old method. Does not rust or cor- 
rode one-tenth as muchas regular conduit did.” 


hese paragraphs Our electricians like it because 
of its cleanliness.” 





reflect the opinions 
**Cuts our installation costs. No die 


of some of the users of stock or pipe stand to drag around.” 





Steeltubes Electrical **We shall certainly continue to use 
Steeltubes throughout our plant.”” 





Metallic Tubing. 


“Expect to continue to use 
Steeltubes as standard equip- 
ment on all installations.”’ 





Keep these points in 


“We use a pocket knife to ream 
mind when talking ; Steeltubes.” 





ao or “Steeltubes does not rust or corrode one- 


your : 
tenth as much as regular conduit does.” 


prospects. 


* Electrical Division STEEL & TUBES, INC. Cleveland, Ohio 


A UNIT OF REPUBLIC STEEL CORP. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 








EASTERN STATES* 


CENTRAL STATFS® 


WESTERN STATES* 























































































































































































































































































































































































































MARKET PRICES MARKET PRICES MARKET | PRICES 
commopity Ge) ae te) Ver tee | ee 
8 te Dg - . & . 
BlelelelelelglaleSlElErelal slelili 
oe I Im LIE ISI SEG I BR LE IR ISI AEG IR I EIB ISLS 
Transformers, insulators, distribution 
 cadaiuadtuitescngieeices 3/15] 16; 0/18] 7] 2/20/13] 0} 20] 9 1} 4] 4] O} 5] 8 
Poles and pole-line hardware........... 0 12 17/0] 23! 1 2} 24 “19° gy 27 2 By 7 3 oO Pola 
Switchboards and accessories........... Pe 14 20° et 26° Ss 1 2 19° 0 25 ie) 0 ge 2 0 9 2 
Motors and control apparatus.......... 3 a7 16 3 | 23 wy ofa | 16 wt 27 wT oO eg] 4 ~o| s| 0 
I Gy ov ones bse tietewesees 14] 27 | 5 ey “30° rt 9 34 6 0 38 vt 2 14 we Oo 14 ro 
Po Lr ee errr Te 9 | 31 8 0! 25 3 37 7 otal 7 3 ul 3] 0 3 5 
Tee eee T eee ee 14 24 —9| ol 31 2 8 34 wt ry 38 gy 63/12] 2 “0 9 EI 
ee ere fe ere “12, 27 7/0/30; 1q1 7 35 61 0137 1 4/13 3 0] 13° 1 
ee eee 13° 24 ‘to{ 1] 4/28] 8 33 1 el 35 3 21 3 oO 2] 12 
errr ere reer rere re )6{i9lis| 0} 4) 25, ut 25 16] o| 3, 35 0 | 10 5 el eT 12 
SO eae ‘a7/23} 2| 2/31| oll19|28| 3] ol37| 2\| 71 91 1] ofa2] 2 
Industrial reflector....... ....cecseee: 7 25 | 13° ~0| 30° ey 6 98° ‘1B 0 37 | O 2 “10° gy 0 14 ey 
Commercial lighting units........ is 21 17 0 | 29° 0 3 24 | 19 oO 33 3 ye “10° re 0 4 Oo 
Residential lighting units.............. 2/15 /17| 0/22] 3 3/13] 21] 0] 25.) 2{1 1) 3] 6| of 8] 0 
Street lighting equipment.............. xy 4 20 | 0) 19 oO 2 9 20 0} 28 ee oO gy s oO 5 oO 
BERRA BOP ONNNE, oo 6 5 owe bivveicc copies ( aif 8] 126] 4 11 24 2 ae 34 ay 5 7 3 0 gry  ?. 
Motor driven appliances............... ge 19. 11 zs 19° ee 5 | 14] 11 rT 23 ey wy 3 Fk, 0 9 oO 
asa ine ane aABi se. a} ole iT RE cL olul olsl al ol olmlel ale 
IE rf PE) wo}is| 5] oj19| 4] 8{ 13/16] 1f 2a] 6 if 3] 7] 2] of s] 3 
Flashlights and batteries............... “10- 26 met te 27 ee 5 30° 9 ey 33 we 2 “10, 4 | 0 | 13, gy 
Telephone equipment................. “ol stil 1 ‘a7! o 0 ry 13 0 12 ee 0 | 2 2 | o| 4 0 
ee oe 0 cia nl of 38 =e  *. #3 8 et 8  - lilo | 3lol 3 0 
EASTERN STATES CENTRAL STATES WESTERN STATES 
ALL 22 LINES COMBINED 
Good Fair Poor Good Fair Poor Good Fair Poor 
Oct. Mow. 38, ROBB. ois ce cise ces 17% 49% 34% 13% 53% 34% 13% 59% 28% 
Same Period Previous Month.......... 14% 47% 39% 13% 45% 42% 22% 51% 27% 
Same Period Year Ago... 0.0... 00cc0% 39% 40% 21% 28% 48% 24% 33% 51% 16% 






































*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western 
States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Oklahoma and Texas. 


Central States include all between. 
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News From The Wholesale Field 


monthly ‘ 








\ 


Garrett Miller Opens 
Salisbury Branch 
Garrett Miller & Co., Wilmington, 
Del., has opened a branch office and 
warehouse at Salisbury, Md. 


* * * 


Pacific Division N. E. W. A. 
Meets 

The Pacific Division of the Na- 
tional Electrical Wholesalers Associ- 
ation met in Agua Caliente, Mexico, 
on October 8, 9, and 10, with 14 
members present. 

The highlight of the meeting was 
a paper prepared by P. W. Todt, 
service manager, Graybar Electric 
Co., Los Angeles, on the subject 
“Disposition of Slow-Moving, Obso- 
lete and Overstock Items.” The 
paper, which was read by H. L. Har- 
per, made a most constructive sug- 
gestion for the movement of such 
stock which represents frozen invest- 
ment and the plan was adopted by 
the division. 

“Our Business Today” was the 
subject assigned J. L. Kline, presi- 
dent Western Light & Fixture Co., 
Los Angeles. Mr. Kline impressed 
upon those present that “If the elec- 
trical wholesaler is to prosper in the 
future, he must operate his business 
with strict economy, be vigilant in 
working his sales fields and see to it 
that there is sufficient ratio between 
income and expense.” 

Other speakers on the program, 
and their subjects were: H. B. 
Harris, office manager, Listenwalter 
& Gough, Inc., Los Angeles, ““Whole- 
salers’ Functions ;” Harry B. Kirk- 
land, “Report of Activities, Society 
for Electrical Development ;” E. R. 
Perry, consulting engineer, Mer- 
chants and Manufacturers Associa- 
tion, Los Angeles, “Problems of the 
Electrical Industry,” and W. L. 
Frost, vice-president, Southern Cali- 
fornia Edison Co., Los Angeles, 


‘what’s the news sheets” 


and their salesmen. 
the personal element in the industry. 


THE JORRER! S SALESMAN maintains men in the field, it sends out 
to every wholesaler and it gladly 
receives voluntary news contributions and snapshots from wholesalers 


All this enables it to reflect from month to month 


“The Pacific Coast Electrical Bu- 
reau.” 

A golf dinner was held on Friday 
night, October 10, at which A. E. 
Holloway, San Diego Consolidated 
Gas & Electric Co., San Diego, acted 
as chairman. 

The next meeting will be held at 
the Hotel Del Monte, Del Monte, 
Calif., on January 29, 30, and 31. 

— = 
Hirschfeld Branch in 
Larger Quarters 

The Mt. Vernon branch of the 
Hirschfeld Electrical Supply Co., 
Inc., New York, is now located in its 
new and larger quarters at 232 S. 
Fourth Ave. 

ok * * 
Chicago General Electric 
Opens New Store 

The General Electric Supply Corp., 
Chicago, opened its new display room 
and modern electric store in Room 
1415 in the Merchandise Mart on 
November 10. 


Your co-operation 1s solicited in 


making this human side of the magazine more interesting. 


Nelson and Company 
Changes Name 


Nelson and Co., Tulsa, Okla., has 
been succeeded by the Nelson Elec- 
tric Supply Co. with the following 
officers: C. B. Nelson, president ; 
Page Nelson, vice-president and sales 
manager, and V. H. Nelson, secre- 
tary. 

The personnel of the new company 
remains the same with the exception 
that Willis Cihak, formerly purchas- 
ing agent and office manager, has 
been transferred to outside sales work 
and is succeeded by E. J. Bridges. 

* 2K * 

Felker Joins Westinghouse 

C. A. Felker, formerly sales pro- 
motion manager for Daniel Wood- 
head Co., Chicago, has joined the 
sales department of the Westing- 
house Electric Supply Co., Chicago, 
covering special accounts such as 
hotels and clubs in the Chicago 
territory. 





Some of the personnel of the Perry-Mann Electric Co., Columbia, S. C. Front 
row, left to right: R. W. Emerson; R. E. Browne; W. M. Perry; W. L. Perry; 


G. A. Pitts, and R. H. Johnson. 
Buchan, and Donald Meetse. 


Back row: 


E. R. Buggel; C. R. Emerson; J. J. 
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The Jobber’s Salesman’s 


Christmas Gift 


Most valued things in life we give ourselves. Your greatest gifts, 
like this one of extra business through  Panelboard Sales, 





come through your own intelligent effort. Know €@ Panelboards 





thoroughly — their features — their uses —and the sale of them 
will be a service to your customers and a delight to your house. 
Let us help you by giving you the facts. Ask 


the @ Man to put you on the road to 
greater profits. Get the @ Catalog Now. 


Arank Adam 


ELECTRIC COMPANY 





ST. LOUIS 
tlanta, Ga. Copeipeeet, Ohio Los Angeles, Calif. Coe, Nebr. San Francisco, Calif. Vancouver, Can. 
L. A. Crow, F. Schurig, E. Zinsmeyer, J. Fleming, Lee Van Atta, Amalgamated Ele« 
64 Cone St., N. W. hi East Third St. 1127 S. Wall St. M3 S. 12th St. 340 Fremont St Co., Ltd., 
Granville Islanc 
Baltimore, Md Dallas, Texas a Tenn. Orlando, Florida : , 

Wolfe-Mann Mfg. Co., . Wakefield, B. Rutledge, F. W. Knoeppel, ae hy Winnipeg, Man., Can. 
312 S. Hanover St. i819 Alien Bld. 3 Monroe Ave. 610 Richmond Ave "aie igen, Amalgamated Elec 
Boston. be Denver, Colo an oot ae Philadelphia, Pa. 2914 First Ave., S 67 Nets Dame Av: 

ee assidy, Alex, Hibbard, Inc. 422 Builders’ Ex. Bldg A. McAvoy, Tul Oki 
231 Congress St. 1940 Blake St Now Sidteame: Ea. 344 North 10th St So Se Hamilton. Ont. a 
a a OF be M ma Amatec 
ONES ienes. Detroit, Mich. 203 Neveine Bids. Pittsburgh, 214 S. Victor St Co., Ltd., 
180) Hertel Ave H. H. Norton, iMieestna MacchesSte B. Frank Pes +Ty. Inc., T Cc 18 Mary St. 
2683 Wabash Av« =—ae 319 Third Ave oronto, Can. 
Chicago, Ill. New York Almalgamated Ele« Montreal, Can. 


Major Equipment Co., Kansas City, Mo. Fred Kraut, St. Louis, Mo. Co., Ltd., _ Amalgamated Ele« 
nc., Robert Baker, 182 North 11th St., O. H. Rottman, Gen. Sales Office, Co., Ltd., 
4603 Fullerton Ave. 19 E. 14th St. Brooklyn 3650 Windsor Place 370 Pape Ave. 1006 Mountain St 

















28 


THE JOBBER’S[JJSALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 








Q9 


ive News | 


bout Live Ones ow 








BEECHER LANE has been added to 
the sales force of the Terry-Durin 
Co., Cedar Rapids, Ia., succeeding 
Fred Woodrich. He will handle north- 
eastern Iowa. 


WaLrTer AaAGARD and Evan Hur- 
son are now in charge of the counter 
at the Westinghouse Electric Supply 
Co., Chicago. M. S. McGriffin, who 
formerly held the position, resigned. 


C. I. BIEDERMANN, Jr., will sell 
for the Electric Lighting Fixture and 
Supply Co., Poughkeepsie, N. Y., 
specializing in the sale of appliances. 


C. PARMELEE, V. Cross, and G. 
Garber are three new salesmen with 
the General Electric Supply Corp., 
Detroit. 


THe WEsTINGHOUSE Electric Sup- 
ply Co., St. Louis, Mo., has employed 
L. W. DePue as salesman and C. J. 
Clark as counter man. 


Two NEW radio salesmen, Sher- 
man Patchin and Jos. McCarthy, 
have been added to the sales force 
of the General Electric Supply Corp., 
Chicago. 


THe Cuicaco Electrical Supply 
Chicago, reports that “Bill” Mezger 
is a new member of its sales organ- 
ization, 


W. A. Borton has joined the sales 
force of the Kester Electric Co., 
Terre Haute, Ind. 


H. J. FUNNELL has recently been 
employed by the Hessel and Hoppen 
Co., New Haven, Conn., as salesman. 

Tue Betmont Corp., Minneapolis, 
has retained Guy Kenly to cover its 
southern Minnesota territory. An- 
other new salesman, Harold Strand, 
will take charge of the South Dakota 
territory. 


GEORGE DoRSHEIMER iS now con- 
nected with the Sterns Electric Equip- 
ment Co., Buffalo. 


E. H. Baser, formerly with the 
American Electric Co., St. Joseph 
Mo., has recently joined the sales 
force of the Electric Supply Co., 
Des Moines, Ia. 


THE HirscHFetp Electrical Sup- 
ply Co., Inc., New York, has recently 
employed George Goubault and Boris 
Gonick as salesmen. 


Harry GOLDENBERG, formerly in 
charge of the company’s discontinued 
store in Brooklyn, is now in the New 
York headquarters of Metropolitan 
Electrical Distributors. 


THE AMERICAN Electric Co., St. 
Joseph, Mo., has employed A. W. 
Martin to.travel out of its Wichita, 
Kans., branch. 


Jack F. Croen and Hugh B. 
Thrash are two new salesmen recently 
added to the selling organization of 
the Westinghouse Electric Supply 
Co., Tampa, Fla. 


THE Reno Sales Co., Inc., Brook- 
lyn, reports the addition of “Joe” 
Sherlock to its sales force. Mr. Sher- 
lock will cover the state of New Jer- 
say and upper Manhattan. 


METROPOLITAN Electrical Distrib- 
utors, New York, has increased its 
sales staff with the addition of M. S. 
Altbach, to cover the entire Brooklyn 
territory, H. Kluger to handle lower 
Manhattan, and K. S. Loovis as lamp 
specialist. 


Howarp PEMBERTON is now with 
the Shepherd-Fluharty Electric Co., 
Baltimore, in the capacity of counter 
man. 


For SEVERAL years an office sales- 
man, William E. Lambertson, has 
been assigned to outside sales work 
at the Graybar Electric Co., Inc., 
Newark, N. J. 


Ear Hence is a new outside sales- 
man for the Allentown, Pa., branch 
of the Elliott-Lewis Electrical Co., 
Philadelphia. 

. 2 = 

Jobbers’ Sales Activities 

CoLuMBIA ELEcTRIC SuppPLy Co., 
Detroit—Rubber and friction tape 
and lighting units formed the center 
of a sales campaign recently con- 
ducted by this jobber. 

GENERAL ELECTRIC SUPPLY CorpP., 
Columbus, O.— This concern has 
just launched a drive on General 
Electric radios. 


HIRSCHFELD ELECTRICAL SUPPLY 
Co., Inc., New York—Appliances 
and Christmas goods are being 
stressed in the last of the year sales 
campaigns conducted by this concern. 








Here we have two of the executives of the A. M. Little Co., Inc., Syracuse, 
waiting for the third member before the conference begins. A. M. Little, president, 
is on the left with L. M. Johnson, vice-president, on the right. The missing officer 


is J. A. Littlé, secretary. 
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A 4-square 
absolutely rigid 
wholesale policy 


There are no if’s, and’s or but’s about the Geier 
wholesale policy. It gives you complete protection 
and puts our dealings ona basis where we both make 
money .. But in addition to the kind of wholesale 
policy you want, the Geier proposition offers . . . 











A MARKET amounting to $50.00 (retail value) 
per year from each 16 residence lighting cus- 
tomers in your territory. 





A MARGIN equal to or better than that of any 


comparable merchandise you handle. 


~ 


A QUALITY PRODUCT which has had popular 
approval by Good Housekeeping for 16 years 
and technical approval by the Underwriters. 





A simple, effective merchandising program which 
goes the wholedistanceand notonly helps yoursales, 
but moves the merchandise for your retailers .. . 


AT A GENEROUS PROFIT TO BOTH OF YOU. 


MARKET — MARGIN — QUALITY — POLICY — SALES 
That is the Royal Proposition in five words. Write for details. 


THe P. A. GEIER COMPANY 
FOR y Sy J YEARS MANUFACTURERS OF THE ROYAL LINE OF 


QUALITY HOUSEHOLD ELECTRICAL APPLIANCES 


540-560 East 105th Street, Cleveland, Ohio 


In Canada: Continental Electric Company, Ltd., 30-34 Duncan Street, Toronto, Ontario 



























30 THE JOBBER’S[JJSALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





HOROLECTRIC 
TIME — SWITCH 


0%, 


Time Switch Demands 


filled by . ONE 





HOROLECTRIC 
Time Switch 





Designed, Engineered, Manufactured and 
Tested in the U. S 


Licensed under the Dorsey patents 





Deliveries from 
your stock with a 
fraction of the 
usual investment 
in Time Switches. 





Sold ONLY Through Recognized Jobbers 
> 


HOROLECTRICAL 
CORPORATION 


116 West l4thStreet |New York City 











| Brand” 
| been started by this house. 


| sas 





| own stores 
| carried out ethically and in a manner 


| stores, 
| dealers to follow. 





| bring the people in. 





HESSEL AND Hopren Co., New 
Haven, Conn.—This company is 
placing all its sales efforts on lamps 
and vacuum cleaners. 


WESTINGHOUSE ELEcTRIC SUPPLY 
Co., St. Louis—A “Twi-Light Zone 
Campaign” is being put on by this 
company. 


ELectrA LIGHTING FIXTURE AND 
SuppLy Co., Poughkeepsie, N. Y.— 


| A drive on appliances is being con- 


| ducted this month. 


ELectric Supply Co., Tulsa, Okla. 
—A special campaign on “Dutch 
type heating appliances has 


CONTINENTAL ELEctric Co., Kan- 
City, Mo.—‘‘ABC” washers is 
one of the lines on which this firm is 
placing emphasis in its sales efforts. 


SAGER ELecTRICAL SuppLy Co., 
Worcester, Mass.—The sales cam- 


| paign on the “Echophone Bantam” 


radio is reported to be unusually suc- 
cessful. 
* *#-. 


| Proof that Cooperation Pays 


(Continued from Page 11) 


are concerned, these are 
permitting any dealer in the territory 


to compete on an even basis. These 
in fact, are models for other 


In connection with lamp socket ap- 


| pliances, the Valley company is out 


to do a missionary and sales promo- 


'tion job as well as to sell from its 


own stores. To that end, several 
times a year, though less frequently 


| of late as the dealers need less and 
| less 
| household appliances, though not na- 
| tionally 
_ chased. 

| participating dealers. 
| advertised as special sales in each 
| community and the dealers’ names in- 
| serted in the advertisements. 


help, quantities of standard 
advertised brands, are pur- 
These are distributed among 


These goods are 


Every- 
thing is done to make these sales a 


| success, principally to bring custom- 


ers into the stores. Dealers are not 


_ loaded up on these items so as to en- 
| danger or kill sales of their regular 
| shelf goods. 


Rather they are en- 
couraged to take only enough to 
Instead of being 


F. E. Kilander is doing a good job 
of his work as sales manager at the 
South Bend Electric Co., South Bend, 
Ind. He is well known to the trade in 
the Indiana territory. 





detrimental these campaigns actually 
help them to increase their sales of 
nationally advertised goods. 


It is on the heavy appliances, how- 
ever, that the most spectacular re- 
sults have been obtained, through 
constant and thoroughly organized 
effort. The plan calls for the employ- 
ment in each district office of the 
power company of one or two sales- 
men on heavy duty appliances. The 
men are in no way accountable to the 
power company, simply using the 
district offices as headquarters. They 
are solely responsible to the Valley 
Electrical. These salesmen are as- 
signed to very clearly defined terri- 
tories and are responsible for their 
quota of the connected load con- 
tracted for. These men are paid on 
the following basis: $175 a month 
plus 50 cents per kilowatt over 80 
kilowatts per month appliance load 
connected. To make good, they must 
sell appliances representing connected 
load of 110 kilowatts per month as a 
minimum, By “sell’’? is meant that 
they get credit for all major ap- 
pliances sold in their territories. No 
particular line of appliances counts 
over any other. Paraphrasing Shakes- 
pere, “The Load’s the Thing” with 
them. The result naturally is that 
these salesmen are out developing 
business for the dealers and working 
with every dealer in the territory. 
Each Valley salesman is really set up 
in business for himself, and each 
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COLT’S PATENT FIRE ARMS MFG. CO., 





Where the mercury drops out of the bulb 
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gt seem = 





iia 


Sa” 


the Colt stands for law and order 


What a wealth of romance clings about 
the activities of the famous Royal Cana- 
dian Northwest Mounted Police! The 
United States Cavalry had their task cut 
out for them when subduing the Ameri- 
can Indian, and away up North in the 
land of no shelter the Mounties shoul- 
dered the rebellion of the half-breeds on 
the North Saskatchewan under Louis 
Riel and Great Bear, in 1869. 
Out of sight from civiliza- 
tion, over white desolate 
wastes and facing nature at 
her cruellest, the Colt, to the 
Canadian Mounted, often 
proved his only friend. 


On sun-baked prairie and 
snow-swept slope, Colt has 


Established 1836 





WHERE MAINTENANCE 
In steel mills, mines, paper mills, 
chemical plants, and other places 
where operating conditions are ruinous 
to ordinary switches, Colt-Noark 
Quadbreak is standing up. 













always stood for protection—still avail- 
able. And today, another form of Colt 
protection is safeguarding electrical 
equipment through the NOARK line of 
safety switches and meter protective 
devices —for over seven years Colt 
made. The fine degree of mechanical 
precision so typical of Colt is clearly 
seen in the Colt-Noark line. Watch-like 
methods of accuracy are 
stamping NOARK products 
as true members of the Colt 
family. NOARK products 
need no introduction to users 
of electrical equipment, for 
NOARK is an old and hon- 
ored name. Its association 
with Colt assures added 
progress and protection. 


4 Electrical Division 1886 


Electrical Division, HARTFORD, CONN., U.S.A. 



















CONDITIONS ARE SEVERE 


Send for Catalog “F” and detailed 
description. “The Rampant Colt,” an 
interesting publication, mailed on re- 
quest. 
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SHOWCASE LIGHTING 


For T-6% Intermediate base lamp. 


Mt y 
No. 80 


No. 80 single unit for one T-6%% intermediate base lamp—stand- 
ard finish, statuary bronze plate, length 8%”, height 15%”, 
face opening 134”. 


For T-10 standard base lamp. 


Cy 


No. 90 
No. 90 single unit for one standard base T-10 tubular lamp. 
Standard finish, statuary bronze plate, length 9”, height 
1%", face opening 2%”. 





For standard lamp to 60 watts. 





No. 96 


No. 96 single unit for standard lamp to 60 watt. 
Standard finish, aluminum spray, length 9”, 
height 34%”, face opening 4%”. 


For T-10 standard base lamp. 


No. 40 


No. 40 Refrigerator case light for T-10 
standard base lamp, length 8”, removable 
for relamping, standard finish, statuary 
bronze or nickel plate. 


<A Se 


For more complete data 
on Day-Brite’s send for 
catalog No. 8. 








_employs a small army of dealers to 


help him make money. In turn, the 
dealers look upon the heavy duty 
salesmen as men qualified and willing 
to help them run their business. 
Under these conditions, the heavy 
duty salesmen personally follow every 
lead, and all the possibilities repre- 
sented by line extensions in the terri- 
tory. They close as many as possible 
and turn the orders over to the dealer 
—and the dealer for whom the cus- 
tomer may express a preference or 
else to the dealer nearest. It is to 
their advantage to play square. If 
the dealer should happen to locate 
the prospect first, he has no hesitancy 
in calling in the Valley salesman to 
give expert assistance in closing. 
Displays of heavy duty appliances 
are also maintained in all the district 
offices in order that the dealers may 
use them in interesting customers. 
Under heavy duty appliances are in- 


| cluded ranges, water heaters, No. 224 
_air heaters, fry kettles and hot plates 


1 K.W. and over, waffle irons (com- 
mercial), urn heaters, steam table 
units, immersion heaters 1 K.W. and 
over and a few other miscellaneous 
items. It must be understood, how- 
ever, that in connection with these 
heavy duty appliances the customer 
is not called upon, nor is undue pres- 
sure put upon him, to take any par- 
ticular make, as for instance the make 
that the Valley company may be 
leaning toward as a merchandiser in 
its own two stores. The district heavy 
duty men are out to help the dealer 
sell his own line. All the district man 





Samuel Friedman, general manager 
at Friedman Bros., Allentown, Pa., has 
certainly done his bit to build up the 
present success of this company. An 
extensive fixture display room _ has 
recently been installed by this concern. 
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Advertising like this has made 
BUSS Lights known to your Trade 


4 




















eres where the P 
Lamp Business 


= 


OFFER _ {| 





° 3 ae f = SPECIAL 


jee 


The ADD-A-LIGHT he . 
Cam Pell fo: vate . aa 
on in full force .-> ae fa la ASSORTMENT ca! 


iclore has each be 
. 





Clean up some Extra Christmas Profits 


Remind your Dealers 


to Stock BUSS Lights 


Unlike novelty lamps, BUSS Lights are year 
‘round sellers. They are bought—not because of 

who did not have it. ; : . ean , 2 ' 
Any dealer can get this sales maker with an order of 24 or more a fickle style but to fill any of a dozen needs - 
BUSS Lights, free. the home. Therefore, BUSS Lights are not subject 


Dealers who already have the Electrified Display Stand and order : s : 
24 or more BUSS Lights can get the entirely new SPECIAL No. 30 tO profit-robbing price reductions. They sell for 


DISPLAY SET which includes card for the Stand. one price, yield a full profit. Good merchandise 
Assortment Offer for your dealers to stock. Especially now. For 
Tell your dealers about the BUSS Lights are tremendously popular for Christ- 
BUSS Light Assortment si B TF . d ; BUSS 
This assortment is made up of one each of the seven mas gl ts. , se ing your trade a stock of _ 
odels of the BUSS Light. The Lights are priced at : & . 
the regular dozen-ot “priceDesler cat $13.33, “ights now, you make an extra profit for your 
ro er eee dealers and an extra profit for your house. 


Special Offer 


Electrified Display Stand more 
than doubles dealers’ sales 


An accurate store-to- 
store check shows that 
dealers who used the 
BUSS Electrified Dis- 
play Stand averaged 
more than twice the 
sales made by those 












The assortment includes attractive display and 
price cards and a sheet showing how any number of 


selling displays may be built by simple arrangements BUSSMANN MFG. CO. , 2536 W. University St., St. Louis, Mo. 
of the striking new boxes in which the $3.00 models het $ 
now are packed. A Division of the McGraw Electric Company 


BUSS Light (7) 


The Hlandtest Light in 
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WADSWORTH 
Accessible 
FUSE 
SAFETY 
SWITCH 


~- 
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Catalog No. 1843 


Accessible Fuse Type 
60 Ampere Size 


Study the above illustration and note the important details 
of construction. A sturdy well constructed—Safety—Switch 
with knockouts that are easily and cleanly removed. Jaws, 
blades and wiring terminals in clear sight, handy for wiring 
and easy to inspect. 


A—Safety—switch that will assist contractors in bringing 
their installation to a higher standard and do it efficiently and 
economically. 


These good sound construction features will assist Jobbers 
and their salesmen in their Sales presentation and accom- 


plish the results we all desire, permanent and satisfied cus- 


tomers. 


Bulletin No. 21 giving complete information will be mailed 
on request. 





The WADSWORT TRICMFGE INC. 








‘‘There is a Wadsworth Switch for Every Installation’’ 











is interested in is connected load. It 
would be the farthest thing in the 
world for him to knock any make of 
appliance and in that way gain the 
enmity of some dealer. 

Some have the impression that the 
Valley Electrical Supply Co. is a 
jobber or is performing a jobbing 
function. This is not the case, since 
it buys from jobbers the merchandise 
for its owned stores. It also gives 
what might better be termed a ware- 
housing service to its cooperating 
dealers. If a dealer desires to buy 
any heavy duty appliance of the par- 
ticular make or makes that the Valley 
Electrical specializes on, he may do 
so through the Valley Electrical and 
secures the appliance at the whole- 
sale price or very near it. The Valley 
company does not seek a profit on 
such transactions, though there are 
times when, through its buying power 
it may secure a quantity price, the 
benefit of which can be carried on to 
interested dealers. The dealers are 
not put under pressure in any way 
and can buy any and everything 
through their regular jobbing con- 
nections, and regardless of these con- 
nections, and the makes they are 
handling, may expect the same co- 
operation from the heavy duty dis- 
trict salesmen. 

The preceding paragraphs take up 
only the most salient points of the 
“Through the Dealer” plan and do 
not touch upon other things that the 
Valley company is doing in the line 
of educational work, schools, county 
fairs, home economics, personal dem- 
onstrations in the home, and so forth. 
All tend toward the one big idea—the 
fully equipped home from the elec- 
trical standpoint. 

Through the cooperation of the 
San Joaquin Light and Power Corp. 
the Valley Electrical Supply Co., and 
the dealers and the jobbers in this ter- 
ritory, some very interesting records 
have been hung up. For every hun- 
dred ranges now in operation in this 
territory there are now in actual op- 
eration 65 five-K.W. water heaters. 
Also, out of every hundred pieces of 
heavy duty equipment placed, no less 
than 70 were sold to old consumers— 
people already possessing electrical 
appliances. A glance at the chart of 
domestic consumer K.W.H. growth, 
showing results of cooperative mer- 
chandising of the San Joaquin power 
system, speaks more eloquently than 
words of the success of the policy to 
“Live and Let Live.” 
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MORE Sales Per Call 


I N SELLING conduit, as with any other 
commodity, the ratio of calls made to 
sales closed is an important factor in de- 
termining both gross volume and net 
profit. The fewer and shorter the calls 
necessary to close a sale, the greater the 
net profit will be. 


In selling Youngstown Buckeye Conduit, 
non-productive selling time is reduced to 
a minimum. Most of your prospects are 
already familiar with Youngstown Buck- 
eye Conduit by name and reputation. 
They know that it is widely used by 
leading contractors, specified by leading 
architects and engineers, and has proved 
itself in thousands of installations. 


With this established reputation as a 
background, your selling task becomes 
much easier. Missionary work is made 
easier and lengthy explanations are 
eliminated, enabling you to make more 
calls—more sales. 





THE YOUNGSTOWN SHEET 
AND TUBE COMPANY 


ol 
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One of the oldest manufacturers of copper-steel, under the 
—— and established trade name "'Copperoid”’ 


General Offices—Youngstown, Ohio 
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Youngstown Buckeye Conduit protects the elec- 
trical wiring in this modern office building at 120 
Wall Street, New York City. 

Architects-BUCHMAN & KAHN 


Electrical Contractor—GREER ELECTRIC 
CONSTRUCTION CO. 


Elevator Contractor—OTIS ELEVATOR CO. 


DISTRICT SALES OFFICES 


ATLANTA—Healey Bldg. MINNEAPOLIS—Andrus Bidg 
BOSTON—80 Federal St. NEW ORLEANS— 
BUFFALO—Liberty Bank Bldg. 
CHICAGO—Conway Bldg. 


Hibernia Bldg. 
NEW YORK—30 Church St 


CINCINNATI— PHILADELPHIA— 
Union Trust Bldg. Franklin Trust Bldg. 
CLEVELAND— PITTSBURGH—Oliver Bldg 


Terminal Tower Bldg. 
DALLAS—Magnolia Bldg. 
DENVER— 


SAN FRANCISCO— 
55 New Montgomery St 
SEATTLE—Central Bldg. 


Continental Oil Bldg. ST. LOUIS— 
DETROIT—Fisher Bldg. 525 Louderman Building 
KANSAS CITY. MO.— YOUNGSTOWN— 


Commerce Bldg. Stambaugh Bldg. 
LONDON REPRESENTATIVE—The Youngstown Steel 
Products Co., Dashwood House, Old Broad St 
London, E. C. England 
























GALVANIZED SHEETS PROTECT oe oe 


SAVE WITH STEEL 
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A Switch Properly Applied Works 
At Its Best Advantage 


DOOOODOODODDODODOODDODODOODOOOD OD DOODOODDOD 


The “Circle T” Line 


Type “A" Industrial Switches 
Magnetic Switches 
Manually-operated Switches 
Type "C" Switches 
Entrance Switches 
Meter Service Switches 
Panelboards 
Open Knife Switches 
Special Switches 
Switchboards 
“Buss-Wa"™ 
(The Copper Bar Distribution System) 
"Flex-A-Power" 


(The Convenience Outlet for Power in 
Industry} 


“Controlite” 


(The Theatre Control Board) 


and other devices—all listed in 
Catalog No. 14 


Copy sent on request 


Sold Thru Wholesalers 


TRUMBULL 


STYPE “C” SWITCHES 
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with the positive quick make, 
quick break and the new 


“Snuf-arc” 


feature 


cation builds your prestige with contractors and 

plant men. Each Trumbull Switch in the "Circle 
T" Line, therefore, will have a specific meaning 
to you. 


LD cain be knowledge of correct switch specifi- 


Type "'C" externally operated switches are designed 
to perform perfectly in disconnect work and where 
operation is infrequent. 


In the 30 and 60 ampere switches, contacts are "bent 
up" from strip copper using the best type punched- 
clip construction. 


Above 60 ampere, the fingers are riveted firmly to the foot 
blocks, to avoid possible laceration. This construction is 
dependable in the work for which it is designed. It is made 
for 230 V. AC, 250 V. DC and 575 V. AC, in both fusible 
and no fuse types. 


The 575 V. switches are built with a new design stationary 
"Snuf-Arc,"’ as shown in the illustration. 


THE TRUMBULL ELECTRIC MFG. CO. 


4 GENERAL ELECTRIC @ ORGANIZATION 


Branch Panelboard 
and Switchboard 
Factories: 
Ludlow, Kentucky 
Drendell-Trumbull 
Electric Mfg. Co., 
San Francisco 
A. G. Electric 
Mfg. Co. Division 
Branch Switch, Switch- 
board, and Panelboard 
Factories: 


Los Angeles Seattle 


PLAINVILLE 
CONN. 


PHILADELPHIA 


NEW YORK 
803 Lincoln Bldg. 


BOSTON 
1002 Statler Bldg. 


CHICAGO 
2001 W. Pershing Rd. 


511-519 N. Broad St. 


ATLANTA 


Detroit Branch 
415 Brainard St. 


SAN FRANCISCO 
432 Fourth St. 
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Sales Conference 
Section 


TOTAL of 104 electrical wholesalers, through 
(? their sales managers, have notified us that they P 
; have set aside sufficient time on their sales 
conference programs to discuss the advertising in this 
issue of THE JOBBER’S SALESMAN. Over 1050 jobbers’ 
salesmen will sit in at these meetings. 


The following section contains advertising from manu- 
facturers which is of extreme interest to every salesman — 
attending the annual sales meeting of his company. 
Sales managers are also being provided with “Sales 
Conference Manuals” which will contain more detailed 
discussions on their suppliers’ plans, products and 
policies for 1931. 


In addition to the advertising in this section, sales 
managers will also find messages from their manufac- 
turers on other pages of this issue. 
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The “Ace in the Hole” 


that will put over your Sales Quota 


STAR-Rite MAGIC MAID 


HERE is the winning card that will put It’s a knock-out, men! But you’ve got to 
over your quota on appliance sales in tell °em about it. Once in your dealers’ 
a big way. Play it every chance you get hands tho, you can look for plenty of easy 
from now on. repeat orders. STAR-Rite quality, STAR- 
Think of it! A real mixer and fruit juice Rite reputation, and continuous advertising 


extractor combined in one appliance at the in Good Housekeeping and The Ladies 
low list price of $19.50. Don’t miss a Home Journal will take care of that. 


single opportunity to put it before every How many initial orders 
account you call on. will you take tomorrow? 


A MIXER AND EXTRACTOR 


The STAR-Rite Magic Maid’s 

multi-speed motor makes 

possible the mixing, beat- 

on or whipping of batters, In 30 seconds the Magic 
s, icings, eggs, mayon- 

—— The Magic Maid a Maid is changed from mixer 

mashes potatoes, meats, to juice extractor. Squeezes 

vegetables. Does a hundred oranges, lemons, and grape- 

and one other things in the f d 

kitchen, saving muscle-tir- ruit with great speed an 

’ = 

ing work and a great deal 

of time every day. The 

Magic Maid is a real heavy 

duty, many job mixer. 


The Fitzgerald Mfg. Co., Torrington, Conn. 














thoroughness. 
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. - » for PROFIT .. . and for 
the fastest turnover ever known 
to electrical dealers! Mechanic- 
ally perfect, beautifully finished 
. -.a line that any merchant can 
push hard and PROUDLY. In 
your battle next year, for vol- 
ume, net and GOOD WILL... 
do not lose sight of the im- 
portance of a QUALITY line like 


ours. 


New Products . .. Plenty of Them 
- Will Soon Be Ready! . 
Watch for Our Next Announcement 


Beaver Manufacturing Co. 
625 North Third Street, 
NEWARK, N. J. 
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“THEY GO INTO A JOB WITHOUT 
GRIEF «4 « AND STAY THERE” 





ETTERS in our files from contractors, architects 

and engineers—even inspectors—express in many 
ways the idea stated in one of them—that A. C. L. "Better 
Wiring Materials" ''go into a job without grief—and stay 
there." 


Today more and more of your contractors are realizing 
that reliable materials are the first essential of dependable 
electrical work—that the continued respect of home owners 
and builders of the community is a thing to be carefully 
insured. To be sure of this satisfaction, they are swinging 
over one by one to A. C. L. "Better Wiring Materials."' 

















Needed rewiring of old buildings and a growing volume 
of new construction make wiring materials one of your most 
important lines for next year. 








This line—with quality and prestige supported by con- 
sistent advertising and creative work—with a 42-year 
record of unfailing satisfaction—with a firm jobber policy— 
is the most profitable line for you to sell. 








BETTER WIRING MATERIALS 


Xduct and Electroduct—Rigid Conduit 
Red Seal ABC ARMORED BUSHED CABLE—Licensee Pat. 1,687,013 
Red Seal Flexible Metallic Conduit 


Loomflex, Non-Metallic Flexible Conduit—Licensee Pat. 1,1 11,806— 
1,635,829 


Loomflex Cable, Non-Metallic Sheathed—Licensee Pat. |,203,788— 
1 ,439,323—1 ,520,680 


Boxes and Fittings 


American Circular Loom Company, re. 


























233 Broadway & q A: New York, N. Y. 


Manufacturers of 


“Better Wiring Materials” 
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The La Salle unit was 
one of the bright spots 
of the year—a wonder- 
ful unit that received 
wonderful support from 
the jobbers and their 
salesmen. 


The Inland Plant has been busy 
throughout the year originating, pro- 
ducing and shipping fine illuminating 
glassware. 


Another year of profound faith 
the true value of distributing illuminat- 
ing glassware through electrical job- 
bers has again brought the handsome 
reward of increased sales. 


The Inland Glass Works extends its 
thanks to jobbers and their salesmen 
for the splendid cooperation they have 
given. The results show conclusively 
that our jobbers have been a vital cog 
in the sales development and distribu- 
tion of our illuminating glassware dur- 


ing the past year. 














Inlan 


INLAND GLASS WORKS, INC., CHICAGO, ILL. 


George E. Anderson & Co. 


Allen Building, 
Dallas, Texas 


Mr. P. J. MeNeela, 

Inland Glass Works, Inc., 
Builders Building, 

La Salle & Wacker Drive, 
Chicago, Illinois 





Again We Thank You 


























The opening of our downtown display room 
and office in the Chicago Civic Opera 
Building marked another step forward dur- 
ing 1930. 





l 


























457 Main Street, 
Winnipeg, Manitoba 


Mr. E. B. Glen 


201 Red Rock Building, 318 Dooly 
Salt Lake City, 


Paul A. Douden, 
305 Sugar Blidg., 
Denver, Colorado 


Atlanta, Georgia 


W. M. Cotie, 
201 Plymouth Bldg., 
Minneapolis, Minn. 


. J. G. Smith & Company, Mr. W. O. Yagerline, 
337 No. Emerson St., 
Indianapolis, Indiana 


Raymond Ackerman, 
Building 






























H. W. 


Wilson, 
143 Powell Read, 
Springfield, Delaware County, 
Pennsylvania 
Stern & Weiss, 
Utah 2025 Broadway, 
New York City, N. Y. 












W. H. Etzell, 
82 Tuttle Street, 
Dorchester, Massachusetts 
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ARE 


1931 TUBES? 


ep 


RADIO TUBES 


UDIONS 


IT'S easy to identify 1931 tubes among 
the general run of tubes. Meters and per- 
formance rather than labels and claims 
soon separate the sheep from the goats, 
in selecting a profitable line for you to 
handle. And if you would save time and 
trouble, here are the brief facts: 


Positive Characteristics because of the 
doubling of the diameter of some support 
wires and better bracing, together with 
tightened tolerances. 


Improved Tone Quality resulting from 
greater rigidity and therefore minimum 
microphonic effects, together with suppres- 
sion of distortion arising from undesirable 
regeneration. 


Quiet Background brought about by De- 
Forest research into causes of hum and 
crackle, resulting in one-fiftieth the noise 
level heretofore considered standard prac- 
tice, together with lower gas content made 
possible by unique DeForest exhaust units 
now in use. 


Longer Service Life brought about by im- 
portant improvements in filaments, cathode 


insulators and emitters, insuring a full thou- 
sand hours of peak efficiency. 


Greater Volume through the increase of 
the mutual conductance in power tubes, 
yet maintaining full interchangeability with 
usual tubes of lower output. 


Quick Heating averaging about 10 sec- 
onds, due to patented DeForest notched 
cathode insulator, without sacrificing life, 
reliability or quiet operation. 


Higher R. F. Amplification with screen-grid 
tubes, or 60 instead of usual 30 per stage, 
while more uniform grid-plate capacity per- 
mits of maximum stability or minimum re- 
generation for the highest gain with least 
distortion. 


The foregoing 1931! radio tube features 
are not to be found in tubes produced six 
months ago, much less those a year or two 
old, taken from large inventories. But De- 
Forest research and engineering, rapidly 
translated into everyday merchandise terms 
by a production geared to the demand, 
bring these features to you and to your 
trade in the form of fresh DeForest tubes. 


DeFOREST RADIO CO. 
PASSAIC, NEW JERSEY 
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Sure 
Seller 
















Oo Reasons — 
Why you can easily sell this 


BRYANT DUPLEX 
FLUSH RECEPTACLE 


1. Body is of Brown Bakelite « <« <« <« <« <« <« No. 4832 

2. Bosses have “Easy-Finding” Ribs <« <« <« <« <« Brown Bakelite Duplex Flach 

3. Depth is only 23/32 of an inch q4444 4 Receptacle. Each outlet is ap- 

4. Yoke is of a semi-flexible type which facilitates installa- proved for 15 amperes, 125 
tion and adjustment in the box, but without sacrificing volts; 10 amperes, 250 volts. 
the rigidity of the receptacle after the installation has Base is 221/32 in. x 1% in; 


been completed 44444 44 4 4 diet SRR ti Simneiiine 


5. Two extra large—No. 8—Binding Screws are provided 


screw spacing is 3 9/32 in. Plate 
in each Side Wiring Terminal <«< <« <« <« <4 4 


mounting screw is grounded to 
This last feature makes of No. 4832 a connecting block as the yoke. Each Side Wiring 


well as a convenience outlet. This receptacle can also be 


furnished, on special order, with plaster ears integral with Terminal hee two No. S Binding 


the yoke. When so desired, specify No. 4832-PE. Screws. Standard Package, 100; 

See complete description at the right, and listing on Page Carton, 10; Standard Package 

53, Bryant Catalog No. 30. Weight, 23 lbs. js-12 
THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT CONNECTICUT,U.S.A. 
BOSTON: CHICAGO: NEW YORK PHILADELPHIA: SAN FRANCISCO 


50 High Street 844 West Adams Street 60 East 42nd Street ws RPe RIOR . 1333 Chestnut Street 149 New Montgomery Street 





~ a 


MANUFACTURERS OF “SUPERIOR WIRING DEVICES” SINCE I888-MANUFACTURERS OF HEMCO PRODUCTS 
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Readily 
— the products of 


@ DISTRICT OFFICES 
4 WAREHOUSES 


Mi PLANTS 


GENERAL CABLE 
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available everywhere 


General Cable 


MONG the important factors which make 


all General Cable products so easily 





available are strategically located ware- 
houses from coast to coast, and the huge 
capacity of twelve plants to produce both standard 
and special wires, cables and accessories in almost 


endless variety. 


This sweeping geographical distribution of plants 
and warehouses, gives you the advantage of great 


flexibility whenever you need prompt delivery. 


There is available, also, consulting engineering ser- 
vice for cooperation on any of your customers’ prob- 
lems. Besides, splendidly equipped laboratories 
and a large staff of research scientists are always 
at your service, constantly working to improve ex- 
isting products and to develop new ones to the end 


that they may be ready when industry demands. 


Competent engineers, backed by these facilities of 
General Cable, come to you from twenty-two Dis- 
trict Offices. They make it easy for you to satisfy all 
requirements through one source— whether it be a 


wire or cable product or technical cooperation. 


In addition to getting the acknowledged high qual- 
ity for which General Cable products are known, 
buying all your requirements through this single 
source adds the convenience of simplicity and the 


assurance of intelligent engineering assistance. 


CORPORATION 








ATLANTA NEW YORK 
1526 Healy Bldg. DISTRICT 420 Lexington Av. 
BIRMINGHAM OFFICES PHILADELPHIA 
1306 Watts Bidg. 123 So. Broad St. 

BOSTON DALLAS PITTSBURGH 
89 Broad St. 1614 Allen Bidg. 1814 Koppers Bid. 
BUFFALO DENVER ROME, N.Y. 
56 Clyde Ave. 650 17th St. Mill St. 
CHARLOTTE DETROIT SAN FRANCISCO 
First Nat. Bank Bid. 827 Fisher Bidg. 465 Tenth St. 
CHICAGO KANSAS CITY SEATTLE 
20 No. Wacker Dr. Board of Trade Bid. 570 First Ave., So. 
CINCINNATI LOS ANGELES ST. LOUIS 


920 C. of C. Bldg. 939 East Fourth St. Ambassador Bidg. 


CLEVELAND MINNEAPOLIS WASHINGTON 
1814 Terminal T’w’r 109 So. 7th St. 704 Wilkins Bidg. 


WAREHOUSES 
BOSTON DALLAS MOBILE 
BUFFALO DENVER NEW YORK 
CHICAGO DETROIT PORTLAND 
CINCINNATI LOS ANGELES SAN FRANCISCO 
CLEVELAND = SEATTLE 
PLANTS 
BALTIMORE EMERYVILLE PENNINGTON 
Maryland California New Jersey 
BAYONNE FORT WAYNE PERTH AMBOY 
New Jersey Indiana New Jersey 
BUFFALO MOBILE ROME 
New York Alabama New York 
DETROIT PAWTUCKET ST. LOUIS 
Michigan Rhode Island Missouri 
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ARE YOU 
PENNY WISE? 


OU have often heard it said "Don't be penny wise and pound foolish.’ And 

yet it is so natural. Another tendency is to procrastinate. Do you recall the 

fellow who explained why he did not repair his leaky roof? He said, "I can't 
mend it when it is raining and when it stops raining, the roof doesn't leak." How 
many business roofs are leaking now because they were not mended while skies were 
clear and business was good? 


Among "penny wise" people are some radio wholesalers. When times are good, 
they are too busy to find out what a good investment membership in the Radio Whole- 
salers Association would be. They take an indifferent attitude. When there is a busi- 
ness depression, then they practice a "penny wise" policy by saying they cannot afford 
the price of membership. 


The Radio Wholesalers Association was organized and functions for the benefit 
of the entire radio industry, from manufacturer to consumer. It safeguards the best 
interests of the radio wholesaler and dealer. Its membership represents a majority of 
the purchasing power of the country from radio manufacturers. 


The Annual Convention of the Radio Wholesalers Association will be held in 
Indianapolis on February 16-17, 1931, and will be a "down to facts and remedies" 
convention. Rub elbows with the fellows who will not be "licked." 


Join the Radio Wholesalers Association, Mr. Radio Distributor—don't be "penny 
wise,'' especially in these times. Don't indulge in "false economy." Write for informa- 
tion regarding membership and plan now to attend the Convention in Indianapolis. 


RADIO WHOLESALERS ASSOCIATION 
H. G. Erstrom, 
Executive Vice-President 

Executive Offices: 

32 West Randolph Street 

Chicago, Illinois. ° 
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FOR 13 Years TRICO Users Have Enjoyed 


TRICO 


Superior 
TimelLa g 








. . - Cold facts from 
enthusiastic users every- 
where prove that a distinct 
and unequalled saving 
of money is derived from 
the Superior Time Lag in 
TRICO Fuses—pioneered 
by TRICO for 13 years. 










Here’s More Proof 
that TRICO 

Superior Time Lag 
Saves Money 








eer Vv 
: en od ks, * 80 
ause at lin! 46. 
or link fuses ec ne purnt-UP 30 blows for — pe 199-Aae: fom’ 
‘ a 3 u e 
discarded eek; also (WO  mplete inst@ a of 520 links @ “i (2 per week) 543.20 
.. blowouts 4 after the © Fuses, wr eee 
six nths e d asings dur 6 $6- blow ? 
t ha 52 ¢ quals 52 fuse each 22? 
a 
ere 


Money-Saving Factors 
No Premature Blowings 
No Unnecessary Shutdowns | 
No Oxidized Contacts 
No Charred Casings 


ALLin Your Favor = 


These factors give the reasons why 
so many users, who insist on 


money-saving and dependable per- 
formance, have adopted TRICO 


Renewable Fuses exclusively. 








ACC. U.S. PAT. OFB, 





~ 


> Renewable 


Copper-to-Copper Contacts 
Reduced Watt Loss 
SUPERIOR TIME LAG 


They're” Powder Packed” 





And they cost no more 
than other makes of 
renewable fuses! 


TRICO FUSE MFG. CO., 1004 McKinley Ave., MILWAUKEE, WIS. 










Approved by 
Underwriters 
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ir, 
mY id 


CONVENIENCE 
OUTLETS 


6 Points to Register 
with your Customers 
(1) BAKELITE back; defiesdampness. 


COMPLETELY BAKELITE—face, body, back. No (2) Reinforced yoke resists forward- 

moisture can penetrate, not even on concrete jobs. or-back pressure. 

Broad, firm electrical connections assured by one- (3) One-piece contacts give broad 

piece contacts;tandem or parallel-blade plugs equally connection-surface. 

positive. Compact and shallow for fast, easy wiring. (4) Finding Ridge twists the plug- 

Reinforced yoke permits quick, accurate alignment; prongs “home”. 

withstands pressure forward or back. . . Brown (5) Migh:tewe; polished eppen- 

or black BAKELITE, highly lustrous with a Finding ance pleases customers. 

Ridge which works at the touch of the plug-prongs. (ab: tt deeiateadh Me. © Sinting 
With plaster ears, one binding screw each side, No. screws (each side, if specified ) 


1912-G. Two binding screws each side, No. 1913-G. k nee . 
Without plaster ears, same numbers without the’ G”. make wiring easier. 


HART & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 
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BUILDING A_ YEAR-ROUND 
BUSINESS IN VENTILATION 


THE "season" for selling fans is of twelve months’ dura- 
tion. Places where people congregate are just as much 
in need of ventilation in frigid January as in the hottest 
day in July. The jobbers’ opportunity is limited only by 
the quality and diversity of his fan line. 





























Diehl fans are the products of over forty years’ special- 
ization in fan manufacture. The line includes a size and 
type for every ventilating need, and large stocks are 
maintained in important cities throughout the country. 


Specialize on Diehl fans—the line which offers all-year- 
round profit possibilities. 


BUCKET 
BLADE 


Ae 


WIND-O-VENT 





DESK AND 
BRACKET sf 


| 
< f <2 





CEILING FLAT BLADE LOW 











DIEHL FANS 








Electrical Division of } 


THE SINGER MANUFACTURING COMPANY 
Elizabeth, N. J. 


'|Atlanta - Boston - Chicago - Dallas - New York - Philadelphia - St. Louis | 


| DIEHL MANUFACTURING COMPANY | 
I 
[ 
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JIFFY Electric Trouser Presser—A good-looking 
practical device for pressing trousers at home. 
Does a perfect job. A profitable line that sells 
the year ‘round. Every man is a prospect. 


AN IMPORTANT MESSAGE 
TO OUR CUSTOMERS— 


YOU have stocked these 4 new Wise-McClung num- 
bers and know how quick they registered with 

your dealers. Regardless of conditions, WANTED 
MERCHANDISE MOVES FAST. 


And the next three weeks—What a sales opportunity it 
offers you on these 4 new volume items—the big surprise 
numbers of the 1930 Christmas Appliance Market. 


Many of the dealers you have sold during the past few 
morths are already out of them, waiting for you to call 
around and sell ‘em again. 


Don't get caught short. Check your stock now. If low, 
wire your order at once. It's too late to take chances. 
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JIFFY Electric Tie Press—The Electrical Gift 
Sensation of the Year. Presses ties perfectly. 
A profitable item for Christmas and all time 
because it sells over-the-counter . . . in volume. 


AN IMPORTANT MESSAGE 
TO ALL JOBBERS— 


you haven't as yet investigated these 4 big surprise num- 
bers of the 1930 appliance market, we urge you to do 
so at once. 


The sales momentum gained during the past few months 
will mean a landslide of profitable business for Wise-McClung 
distributors before Spring. 


The reason is simple—Each of these 4 numbers completely 
fulfills a human need that has existed for years, and at 
prices that gear-in with the average pocket book. 


Jobbers who have a habit of looking ahead are tying in 
with us. Are you looking ahead? Why not drop us a line 
RIGHT NOW? 


P.O. 
Wise-McClung Corporation qeoxp New Philadelphia, Ohio 


SUNSHINE Junior Cleaner — A high-power 


hand vac with over 13” water lift. Built +o 
meet the market trend in this line, from “toys” 
to real efficient hand vacs. Equipped with Sani- 


tizer and adjustable brush. 


SUNSHINE Auto Duster—Ideal for cleaning 
automobiles and any hard-to-reach surface. Has 
all features of SUNSHINE Junior plus a short 
hose and special nozzle. Water lift is 13” plus. 


Sells on its performance. 
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inutes and a 2 Cent Stamp Now 





»» may mean thousands in 
profits to you later on«« 


Many a valuable jobber franchise has 
had its beginning in a clipped coupon 
or advertising reply. 


At the bottom of this page is our in- 
vitation to you to get acquainted with 
us and our advanced line of — 


DETROIT 
INDUSTRIAL VENTILATING FANS 


Industrial fan business has been big 
during the past three years—yet the 
surface of this vast market has hardly 
been scratched. 


BUSINESS NOW ! 


Workers work better—surer—faster 
on a regulated supply of fresh air. In- 
dustrials are beginning to awake up to 
this fact—and thinking jobbers are 
capitalizing and cashing in on this 


awakening with the DETROIT LINE. 








Gentlemen: Kindly send me com- 
plete details about Detroit Indus- 
trial Ventilating Fans; also full de- 
tails of distributor proposition. 


DETROIT ELECTRIC FAN CO. ee ae eee 
539 EAST WOODBRIDGE ST. DETROIT 
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200H! PooH!” 


said Santa Claus 





ue _. . 
Christmas never knew a poor year 


how the old gentleman answered our 
reporter when asked if he didn’t think the depression 
would affect Christmas buying. As the evidence ap- 
pears, store after store stocking up for the seasonal 
rush, we’re beginning to agree with him. The old 
‘urge to splurge’? for Christmas is reappearing in 
full vigor. 

And in the 23 working days remaining, that ‘‘urge 
to splurge”’ will be your best ally in the sale of Noma 
Electrical Products. [temize the possibilities of your 
territory, then go in and show your dealers where 
their opportunities for selling color light are located. 
Get them to use NOMA color lighting for their own 
Christmas windows and store trims. 

Every extra effort, each added hour you give, will 
put you that much nearer a prize in Noma’s greatest 
sales contest. Here is your chance to make a fighting 
finish and get in on the prize money. 


Remember— 


“It ain’t the pace wot ‘urts the ’orse, 
It’s the ’ammer, ’ammer, ’ammer, on the ‘ard 
‘ighway.”’ 


STRINGS OF COLOR 





NOMA ELECTRIC 


lights CORPORATION 


340 HUDSON STREET 
NEW YORK 
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HOLIDAY 


SPECIALS 


with a 
Year-Round Future 


Don’t be afraid to crowd De- 
cember sales to the limit on these 
three new R&M winners— 
they'll sell just as fast after the 
holidays. Their year-round use- 
fulness, precision construction 
and low price guarantee that! 
The more dealers you sell now, 
the bigger and better repeat 
business will be next year. The 
public’s frenzied search for 
something new in gifts is just 
commencing. How they’I1l wel- 
come these long-felt wants! 
Those who don’t get them as 
gifts will be cash-in-hand Jan- 
uary customers. Go to it— 
there’s an honest-to-goodness 
profit for you on every sale. 


ROBBINS & MYERS, INC. 
Springfield,O. Brantford, Ont. 


Robbins § 


Fans and 


GENERATORS, 










DE LUXE BIDDY 


Combination Juice Extractor and Drink 
Mixer—two handy appliances selling for 
the usual price of one. Biddy is in a class 
by “‘herself’—no parts to change, always 
ready, easily cleaned. A smart, sophisti- 
cated gift item, selling big everywhere. 
DE LUXE BIDDY-—stainless silver-alumi- 
num finish, toggle switch, improved glass 
holder, drip pan—List $18.95. 


STANDARD BIDDY — bronze-green 
stainless finish—Lést $14.95. 


HAND AND ELECTRIC HOISTS 
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NEW ART FAN 


The last word! A good- 
looking fan that never need 
be hidden. “Fits in’’ with 
any furnishings. Decora- 
tive, efficient. Useful the 
year round. Lustrous bronze 
finish. List $12.95. 

Oscillating type—Lést 
$18.95. 








a oN 


oe 


we | 1 














PORTABLE 
WALL FAN 


A handy little eight-inch 
fan specially designed for 
kitchens. Fits in Biddy 
bracket, can be mounted 
anywhere. Sold with Biddy, 
or separately. Every house- 
wife needs one. List $7.50. 


AND CRANES 
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Twin Mixer 
Resale Price $11.75 





Fruit Juice 
Extractor $15 


West of Rockies, $12.75 


Check These ESKIMO Items 


—and Watch Your Sales Climb the Next 3 Weeks 


Resale Price $6.00 
West of Rockies, $7.00 


-t) 


The "Spirit of St. Louis” 
Resale Price $10.00 


A big sensation since 1927, and big- 
ger each year. New model has 
larger (12 inch) planes and many 
mechanical improvements. Planes 
start like real ones—rising gradually 
as speed increases. Ten feet of cord 
and switch. 


It's zero hour for big appliance sales. 
It may have been a little tough going 
during the past few months but gloom 
is a fade-out now if you've got the 


ESKIMO line. 


Every number checked is a big value 
and it's big values that folks are going 
to buy this year, herein lies the big 
reason why you'll find your dealer ac- 
counts with a ready YES, if you'll take 
a minute or two on each call to point 


out the big values that ESKIMO PROD- 


Kitchen Mechanic 
Resale Price $7.00 
West of Rockies, $8.00 


UCTS will enable them to offer their 
trade. 


From "Boom to Boom" and "Panic to 
Panic" old S. Claus never fails to come 
thru. Good times or bad, total Xmas 
merchandise sales vary but a few per- 
cent from year to year. 

Realize this— Know it — Think it — 
then grab your catalog and check the 
ESKIMO items shown on this page and 
talk them to every customer you call 
on during the next three weeks and 
watch your sales go over the top. 


UNITED ELECTRICAL MFG. CO. 
ADRIAN, MICH. 


Eskimo Toy Motor 
Resale Price $6.00 


Attachments, $1.00 extra 


With this strong, neat little Eskimo Motor a boy or 
girl can sharpen, grind, polish or run other toys. 
Operates on 110 volts 
A. C. or D. C.; 7 feet of cord and socket plug fur- toy. 


Pulley and switch included. 
nished. 


Eskimo Toy Vac@fim Cleaner 
Resale Price $6.00 


A real motor-driven toy vacuum cleaner 
that operates on 110 volts A. C. or D. C. 
—and priced far under what fond par- 
ents expect to pay for such a unique 
Has 10 feet of cord and Eskimo 


motor. Bag fills out as in real life. 
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Something NEW that’s 
HOT and PROFITABLE! 


EET HOT-FAN! The new electrical heating unit that creates FORCED WARM AIR 

CIRCULATION. Here's a tried and proven principle of heating, now for the first time 
applied to an electrical heating device—the principle of forced circulation resulting in 70% 
greater heating efficiency. Uniform, velvety, quicker heat—at an actually smaller operation 
cost —with the fire hazard eliminated. 


What a combination! A brand new sales appeal that builds volume for you—builds it fast! 





You can push Hot-Fan without reservation. Efficient—economical - built for years of satisfac- 
tory service—beautifully designed— absolutely quiet! Fully guaranteed. 


It Takes Cold Air... Warms It... Then Circulates It 
Through the Room Like a Gentle TROPICAL 
Forced Warm Air BREEZE. Priced Right to Sell Quickly 


The big selling season for Hot-Fan is on. 


Circulation : ‘om chi 
Approved and listed Foresighted dealers are stocking this ex- 













Retail Price 


ene foe warm air circulation by cellent product NOW —to get their share 
—~ * an electrical fan and an — $ 50 _ >> by of the volume and profits it produces... 
trical heating unit. Simply plug in the * be 4 . Boo! . : 
electric line and Hot-Fan starts an im- % s Underwriters You can euplein Mae-Fen's edvansages 


Laboratories t© your customer in five minutes. He'll 
quickly decide he wants it in preference 
to all others. More sales in less time! 


mediate circulation of warm air. The cold 
air near the floors instantly warms and 
at the same time dispels the “dead” air 
areas and in few minutes brings the room 
to an even comfortable temperature and 
healthful atmosphere. 


Ask your jobber for further information 
—including prices or write us direct 
QUICKLY. 








The HEAT-BROADCASTER 





Manufactured and Guaranteed by 


EMERSON-BRANTINGHAM CORPORATION [ied mise 
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C ONQUER 
C OMPETITION 


With 








The 





CONOMISTS predict this Christmas will be, overwhelmingly, a sea- 
son of useful gift giving.—Yet in the minds of everyone lurks a desire 
to give SOMETHING DIFFERENT as well. 

Vacuum cleaners are extremely useful. The new Clements is 
unique and vastly different as well! 

Added to its ability to beat, sweep and air wash rugs the new 
CLEMENTS sanitizes, deodorizes, repels moths and conveniently 
auto cleans—better than any other cleaner! It is BUILT for these 
uses, not adapted. CLEMENTS has not been forced to resort to the 
small, inefficient "hand" type device to perform these important 
tasks; the same CLEMENTS unit which furnishes the power to air 
wash rugs does the sanitizing and auto cleaning! 

—With CLEMENTS, all these features for only $47.50! No other 
equipment comparable for less than $75.00. CLEMENTS has the 
extra features which appeal to present-day shoppers who want obvi- 
ously more for their money. We can show you a plan which will 
obtain for you, quick distribution; and for your dealers, bring women 
into their stores to see this new development. Write and find out all 
about it. 


CLEMENTS MFG. CO. 


625 FULTON STREET, CHICAGO 
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Radio Wholesalers Association, inc. 


Harry Alter, Pres. 
Chicago 


J. Newcomb Blackman, Vice-Pres. 
New York 


The Information on this and the Following Pages has been Prepared N 
by H. G. Erstrom, Executive Vice-President, by Authorization 
of the Board of Directors of the Radio Wholesalers Association 


Membership Campaign 
Started 
HE membership campaign of 
the Radio Wholesalers As- 
sociation, under the direction 
of Howard J. Shartle of Cleveland, 
is progressing very nicely and its 
success has been definitely assured. 
It is felt that within the next ninety 
days, the membership of the asso- 
ciation will nearly double itself in 
spite of business conditions. Mr. 
Shartle reports a very favorable in- 
terest on the part of all of the radio 
distributors in the work that the as- 
sociation is doing and states that a 
score of wholesalers have given 
their endorsement to the work of the 
organization, and that as soon as 
business conditions change they will 
become interested members of the 
organization. 

The membership committee re- 
ports the acceptance of the follow- 
ing new members: Brunswick Radio 
Corp., Chicago, L. T. Johnson; W. 
G. Walz Co., El Paso, Tex., W. G. 
Walz; and Wilks Distributing Co., 
Jackson, Mich., U. S. Wilkinson. 

At a meeting of the board of di- 
rectors of the National Federation 
of Radio Associations and the Ra- 
dio Wholesalers Association in New 
York City during the fall, the ex- 
ecutive offices were authorized to 
proceed with the campaign on the 
elimination of noises interfering 
with radio reception. It was felt 
that this subject could best be han- 
dled through local associations, by 
assisting them in establishing a func- 
tioning interference department. The 
executive offices have withheld pub- 
lication of the booklet on interfer- 
ence organization until such time as 
complete data regarding such an 
organization was available. The Pa- 


Robert Himmel, Treas. 
Chicago 


Howard Shartle, Sec. 
Cleveland 









RAoio 







Roy Thomas, Vice-Pres. 


Fred Wiebe, Vice-Pres. 


Los Angeles St. Louis 
NA/ HOLESALERS : , 
SSOCIATION H. G. Erstrom James Aitken, Vice-Pres. 
Executive Vice-Pres. Toledo 
Chicago 
Peter Sampson 
Chairman of Board 
Chicago 


On June 5, 1920 


cific Radio Trade Association in San 
Francisco, under the direction of 
Geo. H. Curtis, manager, has been 
doing considerable work of this na- 
ture with a large degree of success 
during the past two years. The 
results of this association’s activities 
will form the basis for the recom- 
mendations contained in the future 
booklet. The association plans on 
assisting in establishing a similar 
plan in the Chicago and Metropolitan 
area, so that a definite record can be 
kept of the problems arising in the 
conducting of such an organization. 
This will enable the national organ- 
ization to give very valuable advice 
on this important problem to all 
metropolitan areas. 


Since the organization of a special 
supplementary line committee for 
the Radio Wholesalers Association, 
under the direction of Robert Him- 
mel, president, Hudson-Ross, Inc., 
Chicago, the association has been 
very active on this subject. A re- 
cent survey conducted among our 
members reveals that a large per- 
centage of them are now handling 
various allied products, and many 
more of them are seriously consid- 
ering handling of such lines. Since 
the inauguration of the investigation 
of supplementary lines offered for 
the consideration of our member- 
ship, the Executive Offices have 
made several investigations for in- 
terested members. This service is 
proving to be of great value and 
wholesalers desiring information 
from other wholesalers handling the 
lines in which they are interested 
or in investigating the lines so of- 
fered to them for their considera- 
tion can readily find such informa- 
tion and service available by being 
a member of the Radio Wholesalers 











, 


Association. Considerable publicity 
has been given this important ac- 
tivity in practically every trade pa- 
per in the United States and in all 
publications reaching possible allied 
line manufacturers. The trade or- 
ganizations of such manufacturers 
have also been contacted and every 
indication points to the immediate 
success of this new and important 
undertaking. 

As an additional service to mem- 
bers in enabling them to keep abreast 
of the times and the changing con- 
ditions in the radio market, the 
R.W.A. Monthly Bulletin will con- 
tain an expression from various 
wholesalers qualified to speak on the 
existing problems and _ conditions. 
It is felt that this new type of mes- 
sage will be of great interest and 
value to other wholesalers. In the 
last issue, the midget set was dis- 
cussed by Harry Alter, president, of 
Chicago, and Francis E. Stern of 
Hartford, Conn., a director of the 
Radio Wholesalers Association. 

The Hotel Lincoln, Indianapolis, 
has been declared the official head- 
quarters for the 5th Annual Con- 
vention of the National Federation 
of Radio Associations and the Radio 
Wholesalers Association—February 
16-17, 1931. The Lincoln was 
chosen because of its desirable lo- 
cation and also because of the splen- 
did facilities offered for the ac- 
commodation of the convention 
guests. The entire 14th floor is de- 
voted to meeting rooms. In this 
way, the attending delegates will 
find the arrangements to their liking. 
The entire hotel has been reserved 
for visiting radio tradesmen and 
they are assured that everything will 
be done to make their visit both 
enjoyable and profitable. 
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H. E. Richardson ts president of 
Young, Lorish & Richardson, Chi- 
cago, vice-chairman, supplementary 
lines committee, Radio Wholesalers 
Association, and past president of the 
Midwest Radio Trades Association 
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DIO 


In thts editorial, H. E. Richardson, one of the 

most aggressive and active workers 1n radio asso- 

ciation work, discusses the midget set and the 

position which it occupies in the industry. Mr. 

Richardson stresses the necessity for a real appre- 

ciation of its possibilities and limitations on the 
part of the wholesaler and dealer. 


, \ , 7 HEN the production of midget radio sets 
was started, it was easy enough to fore- 
see and predict that they would sell in 

large numbers and that they would fill a certain 

niche in the general sales scheme. It was not 
possible, however, to say just how far the volume 
would go, or what the final verdict would be. 

Now they have been on the market long enough 
to establish definitely their position in the indus- 
try and their effect on the sales of other items. 

When radio leaped into the limelight ten years 
ago it was necessarily crude and full of bugs. 
Therefore, its physical form could not immedi- 
ately graduate to the class of pianos and talking 
machines ; to place the ever-changing mechanisms 
of those early days in massive, expensive cabinets 
would have caused great losses and would have 
retarded the growth of the industry. 

So the public, for quite a period, bought merely 
the world’s greatest novelty—the hearing of far- 
off sounds, housed in a box-like affair of skele- 
ton proportions which was not harmonious with 
its surroundings in the home. So great was the 
appeal that the users accepted the funny looking 
sets, the cumbersome batteries, the tangle of wires 
and the makeshift connections, without a thought 
in the direction of size, beauty or harmony with 
other furnishings. 

Then, rather suddenly, the caterpillars were 
replaced by butterflies. Radio sets assumed gen- 
erous proportions, unique designs and beautiful 
appearance—absolutely on a par with the finest 
furniture. Along with these changes came bet- 
ter reception, easier tuning, flexibility, and most 
important, finer tone. Large sets were here to 
stay, and today they are as fixed in the radio 
scheme as the luxurious closed car is in the motor 
world. 

This did not mean that small, compact sets 


were out. On the contrary, they continued to 
hold their place, but only as pocket editions of 
their big brothers, and because they met a cer- 
tain separate demand on the part of the public. 
This same demand brought on the launching of 
midget sets this year and is responsible for the 
style. Although small, compact and very port- 
able, they too have been made into beautiful 
pieces of furniture. 

The midget should serve in radio the same as 
the smaller units in any industry, it should be 
sold for two reasons: First, it fits in nicely as a 
second (or third or fourth or fifth) set in homes 
where the big set serves the living room only. 
Its portability not only allows it to be used any- 
where in the house, but it can be taken “visiting” 
to the summer or winter home as well. 

In the second place, and I believe this is its 
real value, the midget radio should be looked on 
as an opening wedge for the sale of a large set. 
To the family, which lacks room, or is expecting 
to move, or which cannot afford a standard radio, 
the little fellow is just a stepping-stone to the 
purchase of a large set. 


HERE is another angle vital to the dealer’s 

success if he wants to play fair with himself 
and keep up his volume. He should watch care- 
fully his percentage of midget sales to the num- 
ber of large sets and not neglect the latter. A 
little foresight in this direction will produce a 
well-balanced sales system which will do justice 
to both classes. 

Midget sets should be sold for cash because 
their size and price range do not warrant the 
bookkeeping and collecting expense which is 
vorth while in the time selling of large sets. I 
also believe the little fellows should be sold al- 
ways complete with tubes matched to the set. 
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Fretz-Moon 


WwW 


Tie interest 


has been shown in a new 
conduit of the highest 
quality now being manu- 
factured by Fretz-Moon 
Tube Co., Inc., Butler, Pa., 
makers of the well-known 


Enamelite and Galvite. 


Full details will be pub- 
lished in the January issue 
of this publication, or 
advance information may 
be obtained now by writ- 


ing to 


FRETZ-MOON 
TUBE CO., Inc. 


BUTLER, PA. 


WwW 

















“Charlie” Markley of the Markley 
Electric Supply Co., Harrisburg, Pa., 
does things in a big way and when he 
goes fishing he goes for big fish and 
lands nothing but this size in “muskies.” 





Philadelphia Association 
Increases Membership 

New members of the Electrical 
Association of Philadelphia include: 
the Allis-Chalmers Co. ; D. H. Kelly; 
H. F. Janssen; Walter C. Kennedy, 
and Samuel Weston. 

*x* * * 


Williamsburg Electric Opens 
New York Branch 


The Williamsburg Electric Supply 
Corp. has opened a new store at 240 
East 41st St., New York. 


* * * 


General Electric Makes 
Personnel Changes 

J. L. Buchanan, executive vice- 
president of the General Electric 
Supply Corp., Bridgeport, Conn., an- 
nounces the appointment of L. A. 
Pixley as division manager at De- 
troit, effective December 1. Mr. 
Pixley will make his headquarters at 
that point after the first of the year. 
A. S. Joseffy, formerly division sales 
manager at Columbus, is now man- 
ager of appliance sales at Detroit. M. 
D. Williams, formerly division man- 
ager at Detroit, is on leave of absence 
until December 31. Mr. F. K. Bybee 
has been appointed division manager 
at Columbus, effective December 1. 
A. J. Millington has been appointed 
district manager of the Lake States 
district with headquarters at Cleve- 
land. 
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Each dot shows the location of an Arcturus 
distributor. In addition Arcturus Tubes are 
sold in 54 foreign countries. Because Arcturus 
Tubes give unusually good performance they 


eoesery 












have gained this widespread acceptance in 
less than two years —a tose ve record. 












PTANCE 





ts basedoxn OUTSTANDING QUALITY 
| 


WHEREVER radio sets are used, Arcturus 
Tubes have built a reputation for excep- 
tional quality. 

Radio jobbers, radio dealers, and the radio 
listening public know that they can depend 
on these Blue tubes for every essential fea- 
ture. In quickness of action, clarity of tone, 
and length of life, Arcturus Tubes meet 
every demand. 

This proved performance under all con- 
ditions has gained world-wide distribution 
and universal acceptance for Arcturus Tubes 
in a remarkably short time. In every state in 





4 





the union, as well as in 54 foreign countries, 
Arcturus Tubes enjoy steadily increasing 
sales. Today, Arcturus ranks as the leading 
unallied manufacturer from the standpoint 
of volume sales, acceptance and performance 
of product. 

You can safely invest your capital and 
your time in tubes of such widely accepted 
quality. Stock and sell Arcturus Blue Tubes 
and you are sure to satisfy your most critical 
customers. Get the details from your jobber. 


Arcturus Radio Tube Company, Newark, N. J. 


ARCTURUS 






‘The TUBE wilh the LIFE-LIKE TONE’ 





cits 
DEMECTOR 
e 127 
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SKY HIGH QUALITY 


It looks as if they take life seriously 
at the W. A. Roosevelt Co., La Crosse, 
Wis., but these three have been known 
to laugh loud and long. From left to 
right they are: A. W. Swan, depart- 
ment manager; T. H. Brindley, vice- 
president and general manager, and 
Jack Brindley, department manager. 





Statement by David Sarnoff 


“The important vacuum tube pat- 
| ent of Langmuir No. 1,558,436 
| issued October 20, 1925, has been 
| sustained by the United States Cir- 
_ cuit Court of Appeals in Philadel- 
phia in a suit brought by the General 
Electric Co. against the DeForest 
Radio Co. The Court’s opinion, 
| which reverses the decision of Judge 
| Morris in the District Court of Dela- 
| ware, is signed by Circuit Judges 
| Buffington and Davis. A dissenting 
opinion is filed by Circuit Judge 
Woolley. 
“This patent covers the revolution- 
_ ary improvement in vacuum tubes 
made by Dr. Irving Langmuir, assist- 
ant director of the research labora- 
tory of the General Electric Co. The 
court holds that this tube, covered by 
the Langmuir patent, ‘because of its 
stability, reproducibility and power, 
has made possible radio broadcasting, 
modern radio reception and long dis- 
tance telephony,’ and that ‘next to the 
telegraph, the telephone, and the 
wireless,’ it ‘is probably one of the 
most far-reaching and beneficent in 
human progress.’ 
“These tubes are being used ex- 
| tensively for telephone and certain 


TWENTY FLOOR APARTMENT—8th Avenue and 23rd St.. New York, N. Y. | other te, Aging by the American Tele- 
Electrical Work Done by phone & Telegraph Co. and its sub- 


P. J. KEOGAN CO., INC., 1966 Broadway, New York. sidiaries under licen e from the Radio 
NS) - Ss 

Murray Ganging Meter Equipment Installed Corp. and the General Electric Co 
. "2 


and are being sold by the Radio Cor- 

A N poration’s subsidiary, the RCA Radi- 

otron Co., and by a number of other 

_ manufacturers under license from 

I EG GORPORATIO IN | the Radio Corp. They are the stand- 
| ard tubes used in radio transmission 


1250 ATLANTIC AVENUE | and in radio receiving sets, as well 


as in electric phonographs, talking 


B R O O K Pee | ~ N E W YO R K | movies, and so forth. 


. 
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you... 


the LAR GEST —_— 


MOST PROFHTABLE 


— — = 


im America 


The only market of its kind left! And now Majestic 
opens it to you with the amazing new Majestic 
Refrigerator! 

Just look over the markets for household necessi- 
ties. 40.7% of all wired homes already own vacuum 
cleaners. 93% already own electric irons. Even in 
radio, 34.7% are already sold. But in electric re- 
frigeration, only 10.9% of the market is gone. 
Millions have been spent educating the public to 
electric refrigeration—but the buying has just 




















started 


$9 out of every 100 wired homes are 


/ 


—— 
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MIGHTY MONARCH OF THE ARCTIC 


still open to you... 


And how you can sell them! The great new Majestic Re- 
frigerator is the sensation of the year. It sells itself when 
housewives see its 30 amazing features. It’s the biggest 
money’s worth ever offered in its field—and one look proves 
it to any prospect. 

Get into the parade now. With Majestic, the fastest- 
selling radio—and this sensational Majestic Refrigerator, 
too—nothing can stop you. You’ll have 12 months a year 
bigger than your best month now! Wire your Majestic 
distributor today for details. GRIGSBY-GRUNOW COMPANY 
and Affiliate—Majestic Household Utilities Corporation, Chicago 





REFRIGERATOR 
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has lasted over 10 years in the patent 


8) CRESCENT QUALITY. |store tora am pce 
~3))  ASHIGH AS THE HIGHEST “" .. 








“T trust that this marks the end of 
this long-drawn-out litigation which 


N.E.W.A. Adopts Two 
: : Constructive Plans 
As towering skyscrapers impress themselves upon the | (Continued from Page 9) 


eye of the beholder, so does Crescent Quality impress Bussmann, Bussmann Mfg. Co., 


: , “14: | finance, and N. B. Hickox, Curtis 
itself upon the mind of your customer. In buildings Gitta dliies, Macahanthe eptendid 


where only the finest materials are used, Crescent dinner and show, the latter under the 


direction of Frederick A. Rogers as 
| stage manager. Mr. Rogers is direc- 
No matter how big the job, nor how complicated it may seem, tor of programs for Westinghouse 


stations 
ou may rely on mers te a 
y y y | The “hit” of the show was Mr. 


the factor of _ Rheichold, Pittsburgh Press cartoon- 
Crescent built-in ist, who showed the 265 present some 
dependability to | startling results which he could ob- 
safeguard your in- Insulated Wire and fable Co. ie er a ee 
terests. CRESCENT ARMORED WIRE CO. During the course of the meeting 
TRENTON N.¥d- resolutions were passed: Express- 
ing appreciation of the Association’s 
| indebtedness to George Cullinan, and 
‘its acknowledgment of his contribu- 
| tion to the organization and the en- 
tire industry ; expressing sympathy to 
the family of Philip E. Mook, Mook 
Electric Supply Co., Canton, O., who 
| died last summer, and a similar one 
to Martin Wolf of the Beardslee- 
Chandelier Co., Chicago, who was 
called from the convention due to the 
death of his mother. 

At the final session it was an- 
nounced that the spring meeting 
would be held at the Homestead, Hot 
Springs, Va., May 25 to May 30. 

‘ <¢ * 
An Old Jobber Tries a New 
Trick 
(Continued from Page 12) 

struggling. And, for what purpose? 
| Merely to maintain a one step lead 
on the sheriff, while ever and anon 
some new, ambitious jobbing outfit 
| plunged into the game and reached 
for a share of the patronage. In- 
| evitably must come the time when in- 
sufficient plain provender, let alone 
| pie a la mode, remained to feed upon. 
| The situation was growing intolerable 
/ to a man who wished to run his busi- 

'ness rather than have it run him. 
So he bundled up his problem and 
began to carry it about with him, 
Crescent Products _ took it to bed at night, cogitated upon 
“Crescent’’ National Electric Code Rubber Covered ‘Crescent’? A. B. C. Armored Bushed Cable. | it during every spare daylight inter- 


. Wire pee =, , “Crescent’’ Lead Covered Armored Cable 
ntermediate Grade Rubber Covered Wire and “Crescent’’ Flexible Metallie Conduit. r ary ; j 
Cable ““Crescent’’ Varnished Cambric Cable, Lead En- val, observed every happening which 


“‘Imperial’’ 30% Rubber Covered Wire and Cable. eased or Braided. M sc ; 
“Crescent’’ Lead Encased Wire and Cable. ai All kinds of epectal wires and cables. bore upon it, listened, read all busi- 
ness economic articles that came his 


Wire & Cable is known by the company it keeps. 
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NEVER BEFORE 
Has the Radio Dealer Had 
Help Like This! 




















To a limited number of progres- 
sive dealers, Sylvania offers a new 


Merchandising Plan worth thou- 


sands of dollars in extra sales. A CULTIVATING BUSINESS 


FRIENDSHIPS 


modern business idea that upsets re) 
all previous traditions about tube 


selling. 





Tube replacement volume is 
multiplied. Sales of radio and 


electrical equipment go up. And 





the people in his neighborhood 
are brought into closer contact 


with the dealer’s store than ever 


before. SIGN—and Send for 


ae Sos the Details 
For the first time in radio history 


here is a sound, flexible and in- 


tensive sales Plan for the dealer. 








e SYLVANIA 
PRODUCTS perc. vs. 
co. PAT. OFF 


Emporium, Pennsylvania 





I'd like to know more about your new Mer- 
chandising Plan. 


RADIO TUBES 


Licensed Under RCA Patents 


Se nee nee State 





It’s the tube that makes the radio 
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MODERNISTIC 





SOVEREIGN LINE 
Pat. and Pat. Applied for 


aMto 


Art in the Modernistic Style is only 
one of the features of Sovereign Line 
Hanger Equipment. Massive in ap- 
pearance, it is decorative to glassware 
of the newest mode. 

If you haven't this line in your 
catalog, write us for complete informa- 
tion. 


THE ART METAL CO. 


“Hanger Specialists”’ 


1800 E. 38th Street 


CLEVELAND “te OHIO 








| bridges behind him and go! 
| the discard went the mass of memo- 
_randa scratched in trains, street cars, | 
| hotel lobbies, on street corners, and so | 
| forth, “L.T.” issued to himself the 
| ultimatum: “ ‘Over the Top’ now or | 





| Chicago. 


| Edw. 


Boz, 


| brod, and Frank Kucera. 








way; and in a general way did what 


_ every business man with such a prob- 


lem would do. 
Late one night, like a flash came 
the solution, an inspiration from the 


| sub-conscious mind; so simple, direct 
' and adequate that it impelled one to 
| sink back to restful slumber. 


Daylight brought misgivings. He 


| mulled over the concept, debated it 


pro and con. It surely was too sim- 
ple; too easy; there must be some 
catch; some undiscovered, weak link. 
Every man obsessed of an original 


| idea has run this gauntlet. 


But the pesky thing would not 
down, nor leave him any peace of 
mind, It stuck like an “Old Man of 
the Sea,” impelling him to investi- 
gate local and foreign distribution 


| problems, analyze marketing systems, 
ills, and cure-alls. 


The further he 
went the more emphatic became his 


' conclusions that everywhere was the 
| basic problem identical; also that his 
inspired solution stood every theoreti- | 
‘cal test, was sound, leakproof and 


correct. 





Finally, he determined to burn his | 


subside and forever be just one more 


| white rat in a treadmill.” 


Now for the magic formula! 





Into | 


It | 





An indoor baseball team has been or- | 


| Illinois Electric Porcelain Co. 


ganized at the Steiner Electric Co., 


are invited to get in touch with man- 
ager A. Boz to arrange for games. 


All electrical jobber teams | 


In | 


the top row, from left to right, are: | 


Bernhardt; Wm. 
manager. In the center are: 
J. Weiner; Geo. Steiner; Leon Weis- 


front are: Robert M. Steiner; Jerry 
O’Connor, and Joseph Pierson. 


Renk, and A. | 


The three in | 


| 





“It has a grip like its namesake” 











till Da * 


REGISTERED 


Split Knobs 


"These are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 


Sold Through Wholesalers 


Macomb, Illinois 
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“Finding the Needle” 
in your Haystack... 


INDING exactly the right plate to fit that special application is some- 
times like looking for the proverbial ‘needle in the haystack”. No longer 
need this be a troublesome and expensive detail for you. 

The Cutler-Hammer policy of bringing you the latest in electrical design 
and construction—to give you only highest quality items which improve 
every wiring job—is once again emphasized. Last month Cutler-Hammer 
announced six new devices—three of which are repeated here. Now, Cutler- 
Hammer offers the unusually complete line of Reynolite Molded-Bakelite 
Flush Plates. 


A plate for every purpose and some plates you aren’t called upon to furnish 
ordinarily—all are here in the extensive Reynolite line. As pioneers 
of Molded Plates Reynolite covers the widest range of combinations, 
sizes and colors. It is this wide range—this unusual selection—which means 
much in meeting a// of your customer’s needs. 

Made from genuine heavy bakelite, C-H ‘“‘Reynolite” Plates are tough, 
and will not chip, crack or punch out in use. Their finish does not fade nor 
discolor, they do not scratch nor mar easily—are individual in design and 
flexible in use. These features mean much toward satisfied users, elimination 
of breakage troubles, etc. 

Colorful, mar-proof C-H ‘“‘Reynolite” Plates will add a touch of refinement 
to any wiring job. The home owner will appreciate their beauty, their 
practical long-wearing qualities. Ask your wholesaler to show you C-H 
‘“Reynolite” Plates. Test them. See if they aren’t the strongest, best looking 
flush plates you have ever used. 


CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electrical Apparatus 


1286 St. Paul Ave. Milwaukee, Wisconsin 


CUTLER 


MODERN WIRING 
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Catalog No. 7291 


New, completely enclosed . dust-proof C-H 
Lock Type Switch. Mechanism sets on soft, 
springy rubber cushions for remarkable quiet 
action. Heavy phosphor bronze contact blade 
to prevent “bounce” or pitting—self cleaning 
contacts—automatic kick-off. Heavy walled 
C-H Thermoplax construction. Single pole 
type illustrated. Fits all standard ere switch 
plates. 





Catalog No. 7905 


Small, compact, easily wired —the C-H 
Warning Light of Molded C-H Thermoplax 
holds a 2 c.p. 125 volt intermediate base lamp 
in perfect contact. Mounting bracket of 
heavy, one-piece steel, cadmium plated. Con- 
tacts are one piece integra! with terminals. 





A 
Catalog No. 7281 
The mechanism of the “ Rubber-mounted” 
Toggle Switch is “full-floating” on two re- 


silient rubber cushions. No screws and but 
one rivet. No metal connections to transmit 
sound. Short, stubby contact blades prevent 
“bounce — dust-proof case of heat-proof, 


crack-proof molded C-H Thermoplax. 


AMMER 


NECESSITIES 











































—— 


(A-396) 





68 


THE JOBBER’S[J}SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Ride 


With The Tide » 


¥ 





The coming of high wattage lamps = 
their generation of high temperatures 
is bringing in a new tide of business 


to jobbers of UNION SOCKETS. 
Made of bakelite, UNION SOCKETS are 


absolutely water-proof and _ heat-proof. 
Softening is impossible and the danger 
of shades dropping is entirely elimi- 
nated. 


cost no more than 
and mud 


They 


composition 


And prices? 

old-fashioned 
made sockets. 
No wonder UNION jobbers are doing a 
big job on UNION SOCKETS. Fill in 


the coupon below for samples. 


THIS ONE 


No. 53310 Bakelite 
Designed for indus- 
trial use, exception- 
ally strong for ex- 
ceptional abuse. 
Has groove for 
standard weather 
proof shade holder 
or guard. 


No. 53310 
Bakelite 


THIS ONE 


No. 33309 Bakelite 
Designed particu- 
larly for display 
lighting, light but 
strong. Takes brass 
socket size shade 
holder or guard. 


No. 33309 
Bakelite 


THIS ONE 


No. 43310 Bakelite 
Designed for gen- 
eral use, strong and 
durable. Have 
groove for standard 
weatherproof shade 
holder or guard. 


No. 43310 
Bakelite 


The Original Makers of Bakelite Sockets 


New York Office 


296 Broadway 
New York City 


Factory 
Parkersburg, 
West Virginia 


Union Insulating Co. 
296 Broadway, New York. N. Y. 


/ 


a 


Union Insulating Co. 


a 


vaneeeSEND THIS COUPON ‘***"" 


|was absurdly simple. 
‘abandon general distribution ! 
| stitute for the thousands of miscel- 


| three 


and refrigerators. 


‘else to be discarded. 


‘about all there is to the story. 
‘cept that today, while “L.T.” cannot | 
‘boast that he is precisely “floating | 
‘downstream on his back smoking a | 
| good cigar ;” 


| tinue 
‘mains that each of the four elapsed 
‘years, including the first, has yielded | 
'more gratifying results than any of | 








Merely this: | 
Sub- 


laneous stock items (many obsolete), 
or not over four leading lines 
of merchandise; lines possessing the 
conspicuous characteristics of: Rapid | 
turnover; legitimate profit; propiti- | 
ous future, and application of sales- | 
manship. 
Measured by this yardstick, radio | 
led (the rapid turnover of this nae 
uct, already hz 
the initial spark in his sub- -conscious | 


mind). Closely after came lamps 





| 
| 
| 


An exhaustive survey had disclosed | | 


'these three leading the field by a| 
| wide margin. 
‘to confine his distributing activities 


Hence, “L.T.” mae 


to radio, lamps and refrigeration, all | 
The die was cast! When the gen- 


| 
| 
eral stock had been cleaned up, the | 
Milnor Electric Co., without chang- | 
| 
| 
| 


'ing location or disrupting its organi- 
_zation, launched serenely into the dis- 
‘tribution of radios and lamps; a sub- 
'sidiary, the Milnor Refrigerator Co., | 
| was organized to handle refrigerators. | 


That was early in 1927, and that’s 
Ex-| | 


contrariwise, he is right | 
up on his toes and hopes to so con- | 
for many years, the fact re- 


the preceding six. And we can say | 


_of our own positive knowledge, that 


he worries less than any jobber of | 


our acquaintance. 


*k ok x 


J. F. Davis 
(Continued from Page 20) 


most important territory—the New 


York House. 

In January, 1926, 
Electric Co. gave its supply depart- | 
ment its own corporate ident-| 
ity, which subsequent events have | 
disclosed was a forerunner to em- 
ployee ownership. The management | 
was very anxious to see all strategic | 
heuses well manned, they sent) 
Jeff Davis to Pittsburgh on his first | 
assignment as manager. After two 
‘years he was again transferred to | 
|Boston, this time as New England | 
manager of the company. 

After each of these moves it was | 


so 


the Western | 


ELECTRIC TIME SWITCH 


The clock with 14 order clinchers for 
you and 14 features of superiority 
that insure perfect service to the user. 
Here they are. 


=CHECK ‘EM OVER= 


1 Universal 
winds the 


Motor made by ‘‘Dumore’”’ 

clock and throws the 
switch at the same time. Runs on 
A.C. or D.C. 100 to 130 volts, any 
cycle up to 60. 


B Ciock will run 48 hours with current 


$3 Has a 12 hour dial and hands in 
addition to 24 hour dial. 


4A patented compensating regulator 
insures accurate time keeping within 
temperature range of 110 degrees. 


5 Guaranteed to trip within 15 seconds 
of time set. 


6 Trip hands can be set as close as 4 
hour apart and clocks can be furnished 
with 2, 4 or 6 hands on 24 hour dial. 


7 Mechanism can be tripped by hand 
or by any number of push button 
switches located anywhere in the con- 
trol circuit without interfering with 
the automatic operation of the clock. 


8 Each trip hand has its duty to per- 
form and will not trip the mechanism 
unless the switch is in position to be 
tripped when hand passes. 

Q Indicate position of switch at 
times. 


1Q Clock hands can be turned forward 
or backward without interfering with 
trip. 


ail 


11 Clock will not overwind regardless of 
how many times it is tripped by hand. 

12 Made in regular on and off types, 
also in 2 and 83 circuit types for 
apartment house hall lights, etc. 

18 Any one of the three units can be 
taken out for cleaning, oiling or re- 
placement without disturbing the 
others or without removing case 
from the wall. 

14 Fully guaranteed by_ the Reliance 
Automatic Lighting Company, mak- 
ers of time switches for 21 years. 


== Write for Prices 


RELIANCE 


Automatic Lighting Co. 


Racine. Wisconsin 
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QUALITY s PARAMOUNT! 





Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 
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a real 
seller? 
,-watt NEON GLOW LAMP 


The -watt Neon Glow Lamp meets the demand for 
economical performance. Sturdily built—millions of 
vibrations will not harm it—the little %4-watt Neon 
Glow Lamp gives more than 3,000 hours of service 
at an almost negligible cost. And it has a host of uses. 
As a pilot light, indicator or handy test lamp, in an- 
nunciator on call systems and for many other special 
purposes. Fits standard socket and runs direct on 
110 A. C. Sales and profits possibilities will interest 
you. For details and prices write: General Electric 


Vapor Lamp Co., 891 Adams Street, Hoboken, N. J. 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 


(Zormerly Cooper Hewitt Electric Company) 


476 © G. E. V. L. Co., 1930 


THEY STAND 
THE TEST! 


EMINGRAY Glass Insu- 

lators combine high 
Be ts ea quality and a record of long 
protected | by 6 and satisfactory service. . . 
policy, ” Concen- No wonder they continue to 
sales efforts on be “best sellers” for jobbers 
eo and their salesmen. Hem- 
we ingray Glass Insulators are 


repeat business — 2 wh 
— recognized as standard equip 
ment by your contractors. 








HEMINGRAY GLASS COMPANY 
MUNCIE INDIANA 








H 




















HEMINGRA 
GLASS INSULATORS 


typical of Mr. Davis that he should 
establish himself as though he in- 
tended to live in the new locality for 
the remainder of his life. Wherever 
he has lived he has taken an active 
interest in the civic affairs, and made 
himself a congenial and respected 
neighbor. 


The faculty for sincerely liking 
most people with whom he comes in 
contact is one of the reasons for Mr. 
Davis’ popularity. He feels that the 
Graybar Company has the finest 
group of men ever assembled umder 
one sales force, and there is not a 
man in the organization that he does 
not welcome as a personal friend. 
And when “Jeff” Davis feels this 
way about the men in his company, 
it is safe to say that he commands 
their utmost loyalty. 


* * x 


Why It Costs Us $1000 to 
Lay Off a Radio Salesman 


(Continued from page 15) 


There are, of course, opportunities 





|to employ salesmen who are ac- 
| quainted with the trade on whom they 


will call. Such a man enters the store 
of a dealer friend and says in effect, 
| “Bill, I now have the finest radio on 
the market.” 


“Oh, yes,” says Bill, “the Golden 





| Tone set, eh?” 


“No,” the salesman answers, “that 
| was last year. I thought it was the 
| best, but I was mistaken. This year 
| I am selling the Silver Swan radio.” 
| The sincerity and judgment of this 
| type of salesman is certain to be 
questioned so he begins his work with 
a handicap. 


Various plans have been tried out 
such as giving a man half pay dur- 
ing the summer but the money saved 
is usually at the expense of loyalty 
to the house and a dissatisfied sales- 
man is worse than no salesman at all. 
Moreover, giving a man half salary 
is not insurance that he will remain 
with his firm in case he gets a better 
offer elsewhere, and he is quite likely 
to be looking for such openings. 


In the interest of efficiency the 
radio salesman may be allowed to 
spend a part of his time selling the 
higher priced appliances between calls 
on his radio accounts, but his services 
are just as necessary as those of a 
fireman whose run takes him on a 
down grade a part of the way. 
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Bakelite Devices 
1930 


BROUGHT YOU 
THROUGH THE 


EAGLE 
March of Progress 














EAGLE ELECTRIC MFG. CO. INC. 


59-79 HALL STREET : A , BROOKLYN, NEW YORK 
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MANUFACTURERS 











C. L. Hull Promoted at 
Detroit 


The appointment of C. L. Hull as 
sales manager of the Detroit division 
of the Square D Co., has been an- 
nounced by L. W. Mercer, vice-presi- 
dent and general manager. Mr. Hull 
was formerly assistant sales manager, 
under A. A. Schueler, who has been 
appointed sales manager of the Dia- 
mond Electrical Mfg. Company, Ltd., 
of Los Angeles, San Francisco and 
Houston, Texas, which is affiliated 
with the Square D Co. 

T. B. Martin is retained as sales 
manager of the industrial controller 
division of the Square D Co., with 
offices and factory at Milwaukee, 
Wis. 


* * 7K 


H. T. Bussmann Addresses 
Pittsburgh League 


On Monday, November 10, the 
Electric League of Pittsburgh held 
a luncheon. It was ‘Wholesalers 
Day” and the speaker was Harry T. 
Bussmann, vice-president of the 
Bussmann Mfg. Co., St. Louis, who 
chose as his subject, “The Line of 
Least Resistance to More Sales.” 


* * * 


C. W. Abbott Enters 
Advertising Business 

Charles W. Abbott, formerly di- 
rector of low tension engineering, 
General Cable Corp., has recently 
joined the advertising firm of Moser 
& Cotins, Brown & Lyon, Inc. Mr. 
Abbott becomes vice-president and 
will devote much of his activity to 
selling the services of his new or- 
ganization. 

Mr. Abbott, who is probably best 
known as the originator of non- 
metallic sheathed cable, has been 
identified with the industry for more 
than 20 years as an engineer with 
central stations; as an officer of 
manufacturing companies; as an in- 
ventor; as sales manager and buyer 
of advertising, and as a member of 


important successful committees of 
N.E.M.A. 

Moser & Cotins, Brown & Lyon, 
Inc., has offices in the Graybar 
Building, New York, and at 10 
Hopper St., Utica, N. Y. Mr. Ab- 
bott will make his headquarters at 
the New York office. 

x * x 
Clark Electric Changes 
Address 

The Clark Electric Water Heater 
Division of the McGraw Electric 
Co., Chicago, has removed its gen- 
eral sales offices from: Omaha, Nebr., 
to Chicago in order to centralize the 
activities of the organization. 
General Electric Holds No- 

vember Illumination 
Conference 

November saw two important 
lighting course and a conference at 
the General Electric Lighting Insti- 
tutes at Harrison, N. J., and Cleve- 
land, O. A home lighting course was 
held November 3 to 8 at Nela Park, 
Cleveland, at which such topics as 
“Rehabilitating Homes with Light” 





and “Decorative Arts in the Home” 
were discussed. The Lighting Con- 
ference was held in Harrison, N. J., 
November 10 to 12. In addition to 
the subject discussed by speakers of 
national prominence, there were also 
many new demonstrations con- 
structed especially for this confer- 
ence in order to show the application 
of modern lighting. The general 
course in illumination which took 
place at Nela Park November 17 to 
22 provided the student with the 
fundamental principles underlying 
lighting design procedure. 
* ok x 


Belden Now in New Location 

The Belden Manufacturing Co. 
is now located at its new office build- 
ing, 4647 West Van Buren St., 
Chicago. 


* 


New Appointments at 
Foxboro 


A. H. Shafer has recently been 
appointed manager of the Pittsburgh 
office of the Foxboro Co., replacing 
H. S. Gray, who is now in charge 
of office routine at the home plant. 


This Bussmann quartet attended the N.E.W.A. Convention at Pittsburgh in 


full force. 


From bass to tenor, or rather from left to right, are: George L. 


DeLany, sales manager; Harold E. Slack, Pittsburgh district manager; Carl A. 


Blumer, Youngstown, O., representative, and J. C. 


manager. 


Ingram, northern division 
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XTERIOR LIGHTING furnishes one 

of the richest business fields . . . 
and one of the most profitable avenues 
of sales which the Electrical Jobber 
can cultivate. 












HETHER your requirements are 

for the illumination of Building 
Exteriors, Expositions, Recreational 
Grounds, Storage Spaces, Railroad 
Yards, Construction Work or Pro- 
tection Lighting, STERLING Guar- 
anteed Equipment provides the 
widest possible opportunities for 
business expansion. 






K alamazoo 
Trust and Sav- 
ings Bank, 
Kalamazoo, 
Michigan 
Floodlighted 
with Sterling 
FLOOD-O- 
LITES Nes. 
5240 and 
3000 



















Window Display of Illinois Bell Tele- 
phone Co., Chicago, IIll., illuminated 
with Sterling Reflectors No. 251 for 
150 and 200 Watt lamps. 







Reflector & Illuminating Co. 


Manufacturers and Engineers 


1411 Jackson Boulevard, Chicago, U. S. A. 


REPRESENTATIVES IN ALL PRINCIPAL CITIES 
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New Electrical Products, Illustrated 











jx YPE K-16G projector brought 
out by the O. C. Keckley Co., 
Chicago, is built throughout of cast 
silicon aluminum. Focusing is ac- 
complished by merely turning the 
large knurled knob outside the case. 
The cover glass, retained from the 
front, is said to offer an effective 
weatherproof mounting. The door 
is hinged to the case to provide 
retention when opened. Four weath- 
erproof wing nuts retain door 
against the packing for a seal and 
at the same time afford facility in 
opening the door for lamp change. 
A watertight seal around the two 
conductor cable is provided by the 
strain relief bushing which also pre- 
vents any strain on the connections 
at the socket within the case. Color 
screens are available in any stand- 
ard color and are mounted in the 
door beneath the case. 





NEW line of starting switches 

for motors has been put into 
production by the Hart & Hegeman 
Division of the Arrow-Hart & 
Hegeman Electric Co., Hartford, 
Conn. The unit is small in size; 
complete in cadmium plated box 
with knockouts. The handle is pro- 
tected By metal guard; the switch 
can be locked “on” and “off.” 
Special lever construction combines 
easy operation with positive “kick- 
off” release. Metals and insulation 
are all “oversize.” 














HE Multi Electrical Mig. Co., 

Chicago, is introducing its new 
No. 315 shadowless long beam pro- 
jector. It is thoroughly weather- 
proofed and can easily be adjusted 
to flood or spot light dimensions. 
Complete in all sizes from 200 watt 
to 1500 watt. 





| KO 
lta Tif’ 
AH 


—% 
> 
y 


Yorn 
PIT AAY \) 
WA Csi 


“1 


Ca Se 
SLIPANOK 
FRICTION 

TAPE 


A 


GUARANTEED 








6¢@ LIPKNOT?” friction tape, made 

by the Plymouth Rubber Co., 
Inc., Canton, Mass., is said to em- 
body every standard specification 
for quality tapes. It is extra ad- 
hesive, has no pin holes, and its 
tensile strength is high. The tape 
comes packed in orange and blue 
containers of one, two, four and 
eight oz. rolls, 














WO heaters, model 72 at the left and model 82 at the right have been 
put on the market by Markel Electric Products, Inc., Buffalo, N. Y. 
Model 72 is a portable reflector type suitable for surface mounting. The 


heating element is refractory tubular. 
enamel on steel with chromium reflector. 
has an iron base with a chromium reflector. 
black, English bronze or burnt brass. 


The material is white porcelain 
Model 82 weighs six lbs., and 
It is finished in pewter and 











wale 


HE Reflector & Illuminating 

Co., Chicago, has developed a 
new non-ventilated floodlight design 
with surface area constructed so as 
to assure rapid dissipation of heat 
from the lamp. This new floodlight, 
it is claimed, is absolutely weather- 
proof in every respect. The housing 
of the unit is composed entirely of 
aluminum and all fittings are of 
bronze. An important feature of the 
unit is that through the aluminum 
construction the weight is reduced 
to the minimum. “Universal” adjust- 
able base makes adjustment of the 
unit easy and positive. 
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one ever heard 
| 


of a “nail short’ 
in RomeX 


Nails pass through RomeX easily 
but its construction makes a “nail 
short” practically impossible. 

No one ever heard of a case of 
RomeX being “shorted” in this way. 
And as for “nail grounds,” with the 
non-metallic sheath of RomeX, they 
} : Ky simply can’t happen. ... These are 
ae a MEE safety features inherent in RomeX 

at . ff structure. 

There are no “come-backs” with 
RomeX. Once in, the installer is 
never called back—except as more 
RomeX outlets are needed. 

Give RomeX a real trial. Feel its 
lighter weightand greater flexibility. 
Know its easier handling. No spe- 
cial fittings are needed. 

RomeX fits into these days of ex- 
tersion wiring like no other material. 


GENERAL CABLE CORPORATION 


EXECUTIVE OFFICES: 420 LEXINGTON AVENUE, NEW YORK e OFFICES IN PRINCIPAL CITIES 


e) 
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New Electrical Products, Illustrated 



















6sy TSALITE” = Christ- 

mas tree stands have 
been brought out by the 
United States Electric 
Manufacturing Corp., 
New York. Among the 
features of this product 
are: it can’t tip over; 
made of heavy cast 
metal; weighs 12% lbs.; 
deep water well keeps 
needles green, and the 
surface is protected 
against rust, leaks, dents 
and mars. Extra outlets 
supply electrical current 
to tree lamps, electrical 
toys and so forth. 


































NEW type of food cooker that 
A 


will quickly prepare dishes 
right at the table is offered by 
the Hankscraft Co., Madison, Wis. 
The appliance is finished in green 
with a silver-like base and top. A 
few spoonsful of water are poured 
into the base of the cooker com- 
pleting the circuit and the heating 
process starts in a few seconds. It 
is stated that it is impossible for 
the food to scorch or burn for an 
even “just right” temperature is al- 
ways maintained. The current shuts 
itself off automatically after the 
food is prepared. 








WO new flush tumbler switches, 


No. 1301, left, and No. 1303, 


have been announced by the Arrow 


Electric Division of the Arrow-Hart 


& Hegeman Electric Co., Hartford, 
Conn. 
order to provide more wiring space. 
Other features are: a compact trig-, 
ger switch mechanism; roller action 
of mechanism with wiping contact; 
easily takes care of current-surge in 
gas-filled 
roller 
action against contact clip wipes it 
clean and prevents pitting. 


These are made smaller in 


heavy 
rolling 


(type C) lamps; 


dissipates heat, and 
























ee 66 LABAX” sidewall brackets, triangular 


ets 


in shape and modernistic in design, 
form a new line developed by Pass & Sey- 
mour, Inc., Syracuse, N. Y. 
are suitable for 


These brack- 
“over the mirror” in- 


stallation and are said to fit all types of 


Sida et8 

/ ; PALABAX 

Latimer Pa sR 
g 
$ 
$ 
| 





outlet boxes. There are two devices 
in this group of brackets, AL-2990 
being the pull chain type with con- 
venience outlet, and AL-2991 the 
keyless type without a convenience 
outlet. These brackets accommo- 
date a two and a quarter inch half- 
shade which is held in position by 


means of an inside clamping ring. It is 
possible to select a bracket to harmonize 


with any color scheme since they are avail- 
able in colors. 




















SAFETY (dead front) distri- 

bution panel of advanced design 
has been introduced by the Square 
D Co., Detroit, Mich. Opening the 
switch instantly disconnects all live 
parts and leaves the fuses accessible 
upon a fixed base on which is also 
mounted the switch. The switch 
element provides at least 50% over- 
load rupturing capacity without 
flashing over, breaking down, or be- 
coming a hazard. All poles are made 
or broken simultaneously. The cam 
lever action of the door handle ex- 
erts high pressure upon closing the 
circuit and releases the door during 
the opening operation so that the 
high contact pressures. do not com- 
pel any great effort in the operation 
of the switch. Any circuit may be 
killed by reversing the switch blades 
mounted on the door. Each unit 
may be changed to fit larger or 
smaller fuses, without removing the 
unit from its place. 











A NEW electric percolator with 


earthenware container is be- 
ing marketed by the Westinghouse 
Electric & Mfg. Co., Mansfield, O. 
This pot is decorated with a con- 
ventionalized design and_ striping 
which is said to fit in with almost 
any table or room_ decorative 
scheme. The metal parts are fin- 
ished in chrome. The pot has a 
“Corox” heating element and the 
“Spencer” disc thermostat. It is 
furnished in six cup capacity. 
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A LINE OF LIGHTING PANELS 
YOU CAN STOCK AND 

















Affiliated with 
DIAMOND ELECTRICAL MAN- 
UFACTURING COMPANY, LTD. 

San Francisco 
Houston 


Los Angeles 


SQ 





SQUARE D COMPANY, CANADA, 
LTD., WALKERVILLE, ONTARIO 


Toronto Montreal 





ELECTRICAL Di EQUIPMENT 


SELL 





And here’s why: 
1. 


SQUARE D Lighting Panels require 
only one width of box for all 
panels. 


. Only about 15 box lengths for 


any number of circuits; a nominal 
investment. 


. Boxes, trims and interiors are 


packed separately; you can stock 
and sell them separately. 


. Standard gauge metal and a host 


of other exclusive features. 


. Standard knockouts. Lighting 


Panel users are recognizing the wis- 
dom of adapting pipe requirements 
to standard rather than special 
knockout arrangements. 


. Standard prices; SQUARE D 


Lighting Panels cost no more. 


. SQUARE D branch offices in all 


principal cities to give you instant 
sales engineering service. 


. National user acceptance adver- 


tising in contractor and trade jour- 
nals and other national publications. 


Let a SQUARE D panel sales engineer 
show you the many exclusive features of 
SQUARE D Lighting Panels and explain 
to you how you can profitably stock and 
sell this line. Write to the nearest 
SQUARE D branch office or communicate 
directly with the SQUARE D COMPANY, 
DETROIT, MICHIGAN. 


UARE D 


COMPANY 
DETROIT. U.S.A. 











ae | 
ia 
fit 
| 
4 


URRY Lae) TS 








Factories af: 
DETROIT, MICHIGAN; MILWAU- 
KEE, WISCONSIN; AND PERU, 
INDIANA 


BRANCHES IN ALL PRINCIPAL 
CITIES 
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MAKE IT A POINT. 
ON EVERY CALL 





Suggesting items will help you build little ““Want 
Book” orders into big man size orders. It'll 
take you less than a second per call to suggest 
YAGER’S, the soldering salt that has been mak- 
ing good for the past 50 years. If your house 
is not already handling YAGER’S, ask them to 
write for samples and prices. 


Alex. R. Benson Co. Inc. 
Hudson, N. Y. 


YAGER’S 


1873 IT MUST BE GOOD 1930 | 


ax) A 


ANTENNG@ | 
ACCESSORIES |au 


THOUSANDS of ra- 
dio receiving set own- 
ers have used KNOX 
Antenna Insulators — 
and Lightning Ar- aneer 
resters. The volume 2 
on these accessories 
has surpassed our ex- 
pectations. The de- 
mand this season will } 
be heavier than ever apts) 

before because more | 
and more owners of 
receiving sets are de- 
manding outside aeri- 
als. Let us supply 
your requirements. 


Large Stocks 
Prompt Shipments 


Sold Through Jobbers 
Everywhere 














Gy 



































WRITE FOR CATALOG 


KNOX PORCELAIN 
CORPORATION 
KNOXVILLE -TENNESSEE 





| 






































| Flexible Steel Lacing Co., 





| Sutor 


| ranges. 


_into by the Westinghouse Electric & 


| Pa.. 


George E. Purple 
Passes Away 
George E. Purple, president of the 
Chicago, 
November 3, at La- 


passed away, 


George E. Purple 


Grange, Ill. Mr. Purple, together 
with A. B. Beach and P. S. Rinaldo, | 
founded the Flexible Steel Lacing 
Co., in March, 1907, and Mr. Purple 
| held the position of president until 
| his untimely death. 

He is survived by his wife, Jean 
Purple, his son George, 





SOLID JOINTS 











with 








(PATENTED) 
Wire 
——— Connectors 











Sarer joints 
—and joints that enable a 
contractor to bid lower on 
competitive work because 
they take less time to make. 
A strong, dependable wire 
connector: size A-1 for all 
usual joints; JR for 1 or 2 
No. 14 solid with 1 or 2 
No. 18 solid or stranded or 
equivalent. Listed by Un- 
derwriters Laboratories. 


Wire Connector Co. 
Hackensack, N. J. 
General Sales Offices 
G. Denn Montgomery, Jr. 
458 Broadway 
New York City 
Canal 7533 Canal 6186 





Patents Nos. 
1635293 
nd 


a 
1736379 





+r 














'his daughter Helen, of LaGrange, 
Ill., and his brother Fred of Canan- 
daigua, mot. 


* *K 


Hunt & Mottet Appointed | 
Representatives | 
Hunt & Mottet, Tacoma, Wash., | 


_are to be distributors for the Stand- | 
| ard Electric Stove Co., 


Toledo, in the | 


|| northern Pacific Coast states and | 
will carry a full stock of electric | 
* ok Ox 


Westinghouse Radio Dealers | 
Offered Credit Aid | 


An arrangement has been entered | 





Manufacturing Co., East Pittsburgh, | 
and the Commercial Investment | 
Trust, Inc., of New York, whereby | 
the latter will act as the official fi- | 
nancing organization for the West- | 
inghouse dealers and _ distributors | 
covering Westinghouse radio sales | 


| made on the installment plan. 


Westinghouse radio dealers will | 
| be serviced by the C. I. T. net- work | 


| of local offices located throughout | 


the United States. | 


Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


QS 


Be A Booster 
Tell your friends 


about 


The 
Jobber’s Salesman 
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310 Pages of Data 
357 Tables 
1094 Illustrations 


Whenever you want to 
know who makes it— 
look it up first in Elec- 
trical Trade Catalogs. 


In the Products Index 
(Pages 179-310) of your 
Electrical Trade Cata- 
logs you will find acom- 
plete list of electrical 
products with names 
and addresses of the 
manufacturers, trade 
names, etc. 

















“ERIEND.IN-NEED’’— 


To the Jobber’s Salesman 


You see it EVERYWHERE — Make it work 
for you EVERYWHERE 
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Medium 
Pull-socket 
Fitting, 
Outlet Box 
Type 





This, the largest and most complete 
catalog we have ever issued, contains 


invaluable illuminating data as well as | 
complete lists, descriptions and illus- | 
trations of Quad Standard and Special | 


Units. 


Quad designers and engineers are alert | 


in meeting modern needs with new 


ideas. For instance, all Q-D Socket | 
Fittings now are equipped with pull- | 


—\\ 


horizontal pipe fitting and vertical. 


Q-D Safety Ceiling Collars, Swivel Can- 
opy, etc. 


QUADRANGLE MANUFACTURING CO. 


26 S. Peoria Street Chicago, III. 








yuna 
iy 

Naum 
TH ae 
> 
tigi 














Send a dollar for a year’s subscription. 





something of interest, something worth read- 
ing, in every issue of The Jobber’s Salesman. 


The sales experiences of some of the leading 
men in the industry will prove interesting 
and instructive to many. Various other 
features will be well worth reading each 
month. 


We want you to become a regular reader of 
The Jobber’s Salesman. 





VERY person connected with the selling 
end of the electrical industry will find 














—1\ socket. Three types: for outlet box, | 


Other new specialties from our latest | 
catalog: Rectangular Q-D Angle Re- | 
flectors, Reflector Guards, Outlet Cover, | 


C. N. Turner Directs 
“Torrid” Sales 


C. N. Turner has been appointed 
sales manager of the electrical divi- 


C. N. Turner 


"sion of the Beardsley & Wolcott Mfg. 
| Co., Waterbury, Conn. 


Mr. Turner has been associated 


_with the Beardsley & Wolcott Mfg. 
| Co. for the past seven years in the 
| capacity of comptroller and assistant 


treasurer. As an authority on the 
credit situation in the appliance in- 
dustry, Mr. Turner has been in close 


' contact with the sales activities of 
| this organization. Before joining the 
Beardsley organization, he spent con- 


siderable time in sales research for 


| English and American manufac- 
| turers. 


* * * 


Unemployment Relief 
at General Electric 


Every employe of the General 


_ Electric Co., Schenectady, N. Y., 
| from president to office boy, who is 


working 50% or more full time, will 


_contribute one percent of his De- 
| cember wage to the company’s new 
_ unemployment fund and the General 
| Electric Co. will match such con- 


tributions dollar for dollar, it was 
announced by President Gerard 


| Swope. 


* *k x 


Zemco to Make 
Panelboards 


Zemco Electric Manufacturing Co., 
has leased space at 329 Jefferson St., 


| Oakland, Calif., for the manufacture 


of electric panelboards. J. M. Zar- 
well, who has been actively engaged 


_in the building construction field for 
| many years, is owner and manager of 
_ the new company. 





December, 1930 





THE JOBBER’SIJSALESMAN 





81 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





WHO 


A JOBBER SALESMAN 
IS MAKING 
MONEY—NOW! 


Who? ze 





The salesman who 
keeps up with the 
Wiremold modern- 
ization plans! Read 





all about them in 


SEE HOW 
IN THE 
W. B. B. 








each issue of the 


TIE-IN BOYS! 





Wiremold Business Builder. 
Chance to get your Contractors 
in on immediate wiring business. 


HERE IS 
OPPORTUNITY ! 


Get your name on mailing list. 
No charge you know. 


WiremorD 


WBB HEADQUARTERS 
HARTFORD, CONNECTICUT 























contact with the 
hot reflector 
shell, 


Flexible Steel 
Lacing Company 
4698 Lexington 
Street 
CHICAGO 





: The new popu- 


ar “inside” re- 
flector protects 
the hand from 


























Latest Trade Literature 

Colt’s Patent Fire Arms Manu- 
facturing Co., Hartford, Conn—A 
bulletin of new devices has recently 
been brought out by this company. 





Ideal Commutator Dresser Co., 
Sycamore, IIl.—This manufacturer 
has issued circulars on the new Ideal 
“E-Z” pedestal type wire stripper. 
The product and its uses are fully 
described. 


Pass & Seymour, Inc., Syracuse, 
N. Y.—Catalog No. 30 has just been 
issued by this firm. It shows for the 
first time many new devices of spe- 
cial interest to jobbers, dealers and 
contractors. Two color pages are 
included illustrating ‘““Alabax” porce- 
lain lighting units in actual all-over 
colors and stripe decorations in 
which they can be supplied. 





The Youngstown Sheet and Tube 
Co., Youngstown, O.—“Youngstown 
Buckeye Conduit’ is the title of a 
very complete, loose-leaf catalog 
which covers the subject of rigid 
conduit in the electrical industry. A 
great many tables dealing with many 
phases of the industry are included, 


making this a useful reference work. | 


There are many illustrations show- 
ing the process of manufacture of 
conduit, from the iron mines to the 
finished product, including full-page 
colored views of blast furnaces in 
action and steel manufacture. 





Benjamin Electric Mfg. Co., Des 
Plaines, Ill—-New catalog sheets on 
the Benjamin design and equipment 
data for the lighting of outdoor skat- 
ing and hockey rinks have just been 
sent to the trade. 





Robeson-Rochester Corp., Roches-| 


ter. N. Y.—A new supplement to 
catalog No. 29 has been issued show- 
ing Royal Rochester, new, modern 
table utilities and electric appliances. 
Illustrations in color show new 
designs. 





Beverly Division, Beardslee Chan- 
delier Mfg. Co., Chicago—Catalog 
No. 45 illustrating and pricing light- 
ing fixtures, is just off the press. It 
is an extensive showing of items that 


are in frequent demand and of high| 


quality. 


















For Every 
Customer 
KESTER 
Easy-to-Use 

SOLDERS 


For every customer there is a 
KESTER SOLDER that does 
the job quicker, surer, easier 
. . + making the line most 
profitable to dealers and whole- 
salers)s KESTER Rosin-Core 
SOLDER is the only flux and 
solder combination generally 
accepted by radio manufac- 
turers for delicate radio work. 
This product in handy tin 
size, market KESTER RADIO 
SOLDER, sells (as does an- 
other quick seller, Metal 
Mender) for 25c. KESTER 
Rosin-Core, Acid-Core and 
Paste Core are sold on 1, 5 
and 20-lb. spools. National 
advertising insures a_ rapid 
turnover on the complete 


KESTER line. 
FROM ALL JOBBERS 
KESTER SOLDER COMPANY 


4251 Wrightwood Ave., Chicago 
INCORPORATED 1899 
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BUSS 






200 Amp. 250 
Volt Buss Super- 
Lag Fuse com- 
pared to old type 
Fuses. 


Electrically 


Lag plates are attached 
to the center of the link. So 
that these lag plates do not 
increase the carrying capac- 
ity of the link too much, 
an extra reduced section is 
provided in the center of 
the link. As a result the lag 
plates serve only to conduct 
away and temporarily store 
some of the heat generated 
in the weak spots, so that it 
takes a longer time to get 
the weak spots heated suf- 
ficiently to blow. 


Thus a time-lag far supe- 
rior to any other fuse is ob- 
tained. 


To Save the User Money 


le the every day operation of an electrical circuit 
there are bound to occur many temporary overloads 
which in themselves would not be harmful to wiring 
or equipment and would not cause an interruption 
of service. 

When fuses blow needlessly on such harmless 
overloads, because of a short time-lag, they cause 
unnecessary and costly shut-downs. 

By increasing the time-lag—the time required to 
blow the fuse-—-BUSS SUPER-LAG Fuses safely 
carry many of these temporary or harmless overloads 
without blowing. Yet the design is such that they 
give positive protection against dangerous overloads 
and short-circuit conditions superior to that of any 
other fuse. 

By reducing the number of needless blows BUSS 
SUPE R-LAG Fuses increase operating efficiency. 
No longer need machines stop, workmen stand idle 
and production cease because a fuse blew due to 
short time-lag. 


GLANCE AT THE CHART 


An indication of what BUSS SUPER-LAG Fuses 
mean to the user because of their superior time-lag 


BUSSMANN MANUFACTURING COMPANY, 2536 W. University St., St. Louis, Mo. 
A Division of the McGraw Electric Company 


can be seen from the chart on the left which shows 
how they compare with others. This chart is based 
upon tests made by the Electrical Testing Labora- 
tories of New York and reported by them on August 
25th, 1930. It shows how a 200 ampere 250 volt 
BUSS SUPER-LAG Fuse compares with other fuses 
at 100% overload. 


30, 60, 100, 400 and 600 ampere sizes show similar 
results. 


TO MAKE MONEY FOR YOU 


Because users have for years felt the need of a 
fuse witha SUPER TIME-LAG 

and 

Because of the outstanding advertising and sales 
campaign put behind this latest development in 
Electrical Protection:— 

You can turn BUSS SUPER-LAG Fuses into sales 
for your house by calling them and their outstand- 
ing performance, in service, to the attention of your 
customers. 

If you need more information or help in landing 
some specially hard account ask the BUSS Repre- 
sentative in your territory. He’s at your service. 


FUSE 
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| Nt STARTING 
SWITCHES or 


Heavy initial overload capacity - In O To Y S 


Double or Triple Pole; sites ~~ a ‘ 3% to 2 Horsepower 




















NEWLY AND ESPECIALLY THE MECHANISM combines high initial - surge 
DESIGNED for Normal and High capacity with a high degree of mechanical capacity 


for hard usage. . . Special lever construction, easy to 
Torque Low Starting Current work, with positive “kick-off” release. Small in size, the 
Line-Start Motors. . . Can be switch can be mounted on any machine where handiest to 
used to start all motors up to rated operator. Enclosed in cadmium-plated box with conduit knock- 
out holes; handle protected by metal guard with provision for 


locking. The LOWEST COSTING installation of any switch for 


motor starting. . . . Approved by Underwriters for Horsepower 


capacity. Metal parts and insula- 
tion built ““over-size’’ to with- 


stand the ruinous current - surge Rating; catalog number on each housing. »¢ + + SS 


and initial overloads in starting Available in Double or Triple Pole; 34 to 2 Horsepower, 220 to 
machines. > > + > 660 Volts. Meeting your customers’ needs most economically. 


ELEGTRIC DIVISION 


THE ARROW —-HART & HEGEMAN ELECTRIC CO. 
HARTFORD,CONN. 



























Manufacturers Concentrate 


since 


1896 


on 


SLIPKNOT! 
PLYMOUTH RUBBER COMPANY. Inc. _ 
CANTON, MASS. 


All Jobbers Face the Same General Problem! 


Read This Actual Letter From a Prominent Eastern Wholesaler 
Our Answer 





Plymouth Rubber Co., Inc. 


Castes, Nias. The Plymouth policy of thorough 
Sic jobber protection is our answer to 
while it "ie Get aoeet lh gy png Ae this wholesaler’s letter and all whole- 
pe ey nein cae yr Ml gli allt salers’ problems on tape sales. There 


We have been handling «a well known make of tape for 
the past ten years at least or longer, and when the ques 


has been no need for change in 


, SGI a SEMEN ES | Pout’ policy a i has alway 
see no advantage to change from one tatd poliey to one embodied the best interests of the 
‘ ; cll the time ix now ripe when a manufacturer wholesaler. On the basis of what this 
to oct “ase wie a i Te Pee prominent wholesaler says, “SLIP- 
ne her piones” panicky SEaULa gal ouch s SucanEaeay KNOT” and “CANTON” Friction 


more business. 


to ee: talk: tui Tapes and “PR” Splicing Compounds 


1. " merit your serious consideration. 


PLYMOUTH RUBBER COMPANY, INC. 


CANTON, MASSACHUSETTS 














SESSIONS 
° sweeps aside all previous 
values in electric clocks 
with 


SESSIONS ELECTRIC 
WESTMINSTER CHIMES 


It is ready! The Sessions all-electric quarter-hour West- 
minster Chime Clock. No springs. No clutches. No trouble- 
some electric contacts. Amazingly simple in principle. Pat- 
ented of course. A quality clock from its cabinet to its fool- 
proof synchronous motor . . . ina variety of models to retail 
at $31.50 to $33.50. 

Hard to believe? So was the Model A Ford. Many initial 
orders for these wonder clocks, placed before the line was 
ready, were doubled and tripled when the clock was demon- 
strated. 











What a leader for your clock sales! This new electric chime 
line will add new life to your clock business. Jobbers all 
over the country are placing orders. It is first come, first 
served. Write us quickly. The Sessions Clock Company, 
Forestville, Connecticut. 





ct en ee ws GaN 


seate 


raters. 


ee ot 


WESTMINSTER No. 27 
ELECTRIC CHIME 


Ala w. nk 
ae eerie Geran 





This is only one of the smartly styled 
Sessions Electric Chime Clocks. Genaine 
hand rubbed Mahogany case with ex- 
quisitely grained burl panels. Fool-proof 
synchronous motor sealed in oil. No 
chime springs. Simple and trouble-free. 
Does away with servicing. It’s hard to 
believe, but this clock retails for $31.50. 

















